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A current John Hancock advertisement which indicates how the spirit of American Independence is fostered and 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 
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She turned a wilderness into home 


She shared it all—the hardship, the danger, the work and the glory. 


Whatever happened, she was there. 
Whatever got done, she did her part. 


She was pioneer, explorer, fighter, sod-buster, 
wagon-driver, farmer, carpenter, weaver, economist, teacher, 
nurse—maker of statesmen and of citizens. 


She was the gentleness a troubled man came home to. 

She was the reassuring voice that quieted the children’s fears 
when the coyotes bayed around the cabin at night. 

She was the strength to try again when the crop failed, 
when the shop burned down, when the money ran out. 


She was Molly Pitcher, standing by the cannon when her husband fell, 


and Nancy Hanks Lincoln, rearing a president in homespun. 
She was Clara Barton, nursing the wounded, 
and Jane Addams, caring for the poor. 


She was a billion different women who made this country home. 


And she is one woman, bearing your name... 
sharing the hardship, the work and the glory. 
W hatever happens, she is there. 

W hatever gets done, she does her part. 


In recognition of this, some 78 million Americans hold life insurance 
and annuities among their most valued possessions. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
FRIDAY. SEPTEMBER 23. 1949 











Five years certainly make a big diff- 
erence at Junior’s age! Even at your 
age five years mean a lot. For in- 
stance, haven’t you found yourself 
wishing you had taken out life insur- 
ance five years sooner? Chances are 
you’ve heard yourself saying, “If I 
could only turn back the clock !” 


Well — now you can turn back the 


about 40%, and remains level there- 
after. In effect, you turn back the clock 
to the premium rate for a younger age. 


And Union Central’s Premium Re- 
duction Policy gives you even more 
than the advantage of the past. It is 
a forward looking policy, too, taking 
into consideration that changing cir- 
cumstances may make some other 
form of insurance better suited to 
your needs. Therefore, after five years, 
Premium Reduction actually offers 
5 options. 


In addition to the automatic option 
to reduce premiums by about 40%, 
you have the following options: you 
can continue payments at the origin- 
al rate and have a Limited Payment 


together at the end of the first five 
years and have Paid-Up Term Insur- 
ance with full protection, or paid 
up protection for life on a reduced 
amount. 


By turning back the clock, Union 
Central’s Premium Reduction Policy 
gives you a five year head start on 
protecting yourself and your family. 


* * * * 


The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non-Con- 
vertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
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Nominated from 
Floor, Cleeton Wins 
Secretary Post 


N.A.L.U. Council’s Vote 224 
to 170; Convention to 
Los Angeles in 1951 


Going against the nominating commit- 
tee’s candidate, the national council of 
the National Assn. of Life Underwriters 
at its final session in Cincinnati elected 
Charles E. Cleeton, general agent of 
Occidental Life at Los Angeles, as sec- 
retary over W. Ray Moss, general agent 
of Connecticut Mutual at Louisville, by 
a vote of 224 to 170. 

At their post-convention session Sat- 
urday the trustees voted to accept the 
invitation of the Los Angeles association 
to hold the 1951 national convention in 
that city. That will be the year that 





OFFICERS ELECTED 


President—Judd C. Benson, Union 
Central Life, Cincinnati. 
Vice-president—John D. Moynahan, 
Metropolitan Life, Chicago. 
Secretary—Charles E. Cleeton, Occi- 
dental Life, Los Angeles. 
Treasurer—Harry Gardiner, John 
Hancock Mutual Life, New York. 
Trustees—Charles J. Currie, Mutual 
Life, Atlanta. Winston Emerick, New 
England Mutual Life, Johnstown, Pa. 
David B. Fluegelman, Northwestern 
Mutual Life, New York. F. Leroy Gar- 
rabrant, New York Life, Asbury Park, 
N. J. John D. Marsh, Lincoln National 
Life, Washington, D. C. Harry J. 
Syphus. Beneficial Life, Salt Lake City. 





Mr. Cleeton will be coming up for elec- 
tion as president of N.A.L.U., in the 
normal progression. Washington had 
already been selected for the 1950 annual 
meeting. 

The dramatic effect of Mr. Cleeton’s 
victory in the national council election 








Benson J. D. Moynahan 


J. C. 


was heightened by the fact that he won 
despite the handicap of being nominated 
from the floor rather than by the nomi- 
nating committee and of his supporters’ 
inability to get the three- minute aggre- 
gate limit for seconding speeches for 
each candidate extended. 

The three-minute limit had been set 
at the session two days earlier and the 
vote just prior to the election was against 
increasing it. John P. Costello, South- 
western ‘Life, Dallas, 
for boosting the limit to 10 minutes each 
for the secretary candidates only, but 
his motion was ruled out of order in 

(CONTINUED ON PAGE 20) 
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spoke eloquently , 


Strip “Insurance Mask” from Welfare State, 
Taft Urges at N.A.L.U. Cincinnati Meeting 





No one can do more than the insur- 
ance business to remove the “insurance 
mask” from the welfare system, said 
Senator Taft of Ohio in the concluding 
address of the final general session of 
the annual convention of the National 
Assn. of Life Underwriters. 

“A system of national compulsory in- 
surance cannot be insurance at all,” he 
said. “It is a tremendous expansion of 
government activity. It is a dangerous 
limitation on the liberty of the people. 
It is one of the most dangerous steps 
toward a state in which the government 
will direct the daily lives of its people 
and attempt to control by order and 
regulation all those activities which it 
does not itself operate.” 

Senator Taft said he didn’t believe in- 
surance had kept up with all the de- 
mands of the people “and its failure to 
do so has contributed somewhat to the 
proposals of the socialists.” 


Lists Shortcomings 


“There is no doubt,” he said ‘that 
with the increase of the cost of hospi- 
tal and medical care millions of people 
would like to buy hospital and medical 
care insurance. But it has not been 
available at any reasonable cost until 
recent years. Medical care insurance is 
still of a limited character, and exten- 
sive study is still required to make it 
fit the needs of the people on a sound 
basis. Insurance against old age, it 
seems to me, was never satisfactorily 
developed and the purchase of annuities 
is difficult and expensive. Many other 
services which the government proposes 
to furnish may perhaps be made a 
proper function for insurance. 

“T realize that the providing of annui- 
ties for old age is a very expensive prop- 
Osition and may perhaps be beyond the 
capacity even of individuals with as high 
a standard of living as that of the 
Americas people. Certainly, our present 
old age insurance system is very unsat- 
isfactory indeed. We are already com- 
mitted in a sense to the welfare state in 
this field. That means that probably 
there will be a continuous contribution 
from general taxation. The whole mat- 
ter is complicated by a growth of pen- 
sion funds in industry, both in individual 
companies and in entire industries like 
that of coal mining. My own belief is 
that the whole matter should be studied 
and coordinated and to some extent at 
least, placed on a voluntary basis. But 
probably some contribution from taxa- 
tion must continue to be made.” 


Tries to Steal Insurance Tag 


Senator Taft said the principle of in- 
surance has become so popular that the 
process by which the state proposes to 
furnish free services to all its people has 
tried to steal the name of insurance but 
it is not insurance at all. It is the levy- 
ing of a tax to provide an increased 
government activity giving free service 
to all. For instance, in the compulsory 
health insurance plan now before Con- 
gress, part of the expense would be paid 
out of a payroll tax of 3% levied on the 
income of all employes and a correspond- 
ing tax on those who earn their money 
in other ways. But a considerable part 
of the expense would be paid from the 
general treasury. Furthermore, the pay- 
roll tax paid by the individual has only 
a remote relation to the service which 
is promised him in the event of illness. 
This is a principle of taxation, not of 
insurance, which attempts to value the 
visk exactly. Furthermore, the man from 
whose wages the payroll tax is deducted 


has no choice. That also is a principle of 
taxation and not insurance. 

“The federal security administration 
proposal is simply using the name of in- 
surance to sell the people a_ welfare 
state,” he said. “Furthermore, they are 
trying to deceive the charitable instincts 
of the American people by likening their 
proposal for state action to the charity 
for the unfortunate in which all of us be- 
lieve.” 

No Reasons to Save 


If the people are taught to look to 
the government in every trouble, ii 
their earnings and profits are taxed away 
to support vast government operations 
for general welfare services, if they are 
told that the government’s duty is to 
provide for them and that foresight and 
saving are unnecessary, there can be 
little logical reason for individual effort 
and little expansion of private industry, 
said Senator Taft. That means that the 
government itself will not only have 
to support its people all the more, but 
it will have to furnish all the capital 
necessary to expand its plant. All char- 
ity and group effort would be discour- 
aged. Free medical care would destroy 
the independence of the medical pro- 
fession. 

Such a welfare state destroys the lib- 
erty of the people also because it tre- 


mndously increases the taxes they will 
have to pay, he said. They escape the 
cost of the service which they now 


must pay, but the general effect is to 
take away from the taxpayer the liberty 
of spending his own money for the 
things he wants to buy. Instead the 
government takes his money from him 
and furnishes the services which the 
government thinks he ought to have, 
whether he wants them or not. 


Calls Saving Essential 


The process of saving is essential to 
the success of a free economic system 
and the justification for the agency sys- 
tem is that of selling the necessity of 
saving to the people of the United States, 
he declared. 

“The average man tends to spend the 
money he earns,” said Senator Taft. “It 
takes salesmanship to show him the 
troubles of the future against which he 
should guard himself and his family. 
Doctrinaire economists question the 
value of insurance agencies, just as they 
question the value of advertising and 
salesmanship and industry. And yet I 
think the growth of our entire system 
would be seriously hampered if there 
were not a constant urging to the aver- 
age citizen to save or to increase his 
standard of living by spending his 
money for new or better products.” 


No Saving in Welfare State 


There is no saving in the 
state, Senator Taft emphasized, because 
it is not, in fact, insurance. Reserve 
funds would become so huge that they 
would absorb all the industries in the 
country, if the reserve principle were 
used. There is no way to support the 
entire nation through government assist- 
ance except out of the earnings of those 
who are working at or about the same 
time, he said. The substitution of the 
welfare state for insurance simply means 
the elimination of saving unless the 
government itself is going to take over 
by investment the ownership of all in- 
dustries, which means the socialistic 
state, he warned. Therefore, the func- 
tion of insurance is vital to the preserva- 
tion of liberty. 


welfare 


M.D.R.T. Favors 
More Emphasis on 
Open Discussions 


Sentiment of Meeting for 
Reducing Time for 
Speeches, Recreation 


Definite sentiment in favor of giving 
more time to informal discussions, even 
at the expense of prepared addresses, 
was voiced at the meeting of the Million 
Dollar Round Table in Cincinnati. This 
was brought out at the “open work-ses- 
sion” Sunday evening, at which the 
members brought up a wide variety of 
questions, mainly dealing with technical 
points of law and underwriting. 

The interest in having more time for 
these open work-sessions, even at the 
expense of having time free for recrea- 
tion, was very keen. The session Sun- 











Theo, 


Paul W. Cook Widing 


day evening ran from 8 p.m. to midnight 
and there was no flagging of attention. 
A proposal to start the work-session at 
2 p.m. Sundays met a general favorable 
response. 

With M.D.R.T. membership this year 
at 824 and with at least several hun- 
dred members on hand for meetings, 
there is always the problem of keeping 
the informal give-and-take atmosphere 
that is so valuable a feature of smaller 
gatherings. 


Concurrent Last Year 


Last year at French Lick the plan of 
having concurrent meetings was fol- 
lowed, but this system naturally means 
that people who are interested in more 
than one subject must spread them- 
selves fairly thin. On the other hand, a 





OFFICERS ELECTED 


Chairman—Theodore Widing, Provi- 
dent Mutual, Philadelphia. 

Vice - chairman — John O. Todd, 
Northwestern Mutual, Chicago. 

Immediate past chairman—Paul W. 
Cook, Mutual Benefit Life, Chicago. 

Members of executive committee— 
Walter N. Hiller, Penn Mutual, Chi- 
cago, and William T. Earle, Connecti- 
cut Mutual, Cincinnati. 

Place of next annual meeting—Chal- 
fonte-Haddon Hall, Atlantic City, Sept. 
29-Oct. 3. 





big general meeting is handicapped by 
the necessity of using portable micro- 
phones and the great number of people 
who wish to be heard. 
Speaking for the concurrent sessions 
(CONTINUED ON PAGE 18) 
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W. J. Adams of 
Canada Life 
Heads L.0.M.A. 


F. L. Rowland Marks 25th 
Anniversary at 
Lynn, Mass., Meeting 


LYNN, MASS.—W. J. Adams, secre- 
tary of Canada Life, was elected presi- 
dent the Life Office Management 
Assn. at the annual meeting here. Other 
officers are: H. T. Polk, treasurer Na- 
Life & Accident, vice-president; 
R. C. Dimon, 
M. G. Ful- 

of State 


of 


tional 


directors, three years, 


vice-president of Travelers; 
ler, executive vice-president 
Farm; S. A. Riesenman, secretary Se- 
Life & Accident; for 


one year, 


curity 





F. L. Rowland W. J. Adams 


C. H. Bader, vice-presidene Interstate 
Life & Accident. A new director, R. J. 
Hasbrouck, assistant comptroller, Pru- 
dential, was elected as vice-chairman ot 
the educational committee. 


Frank L. Rowland, executive secre- 
tary of the L.O.M.A., completed his 
25th year in his present post when he 


delivered his report. 

During the year almost 200 represen- 
tatives of its member companies con- 
tributed to some phase of the associa- 
tion work, Mr. Rowland _ said. 

Among the long-range research proj- 
ects which he indicated would be re- 
leased during the year are, a manual on 
the retention and destruction of life 
office records; a manual of typical times 
for clerical actions; a procedure for 
office operations audits with a compre- 
hensive check list, and a new form and 
procedures portfolio. 


Thirty New Fellows Present 


Some 30 of the 60 members who 
earned fellowships in the L.O.M.A. In- 
stitute were present to receive their 
diplomas and keys, the largest group of 
fellows ever to attend an annual meeting 
of the association. 

Statistics for the institute showed an 
increase in activity for the fifth consecu- 
tive year, Mr. Rowland reported. New 
records were set in the number of new 
students, active students, examinations, 
new fellows, active companies and or- 
ganizations. For example, 4,409 stu- 
dents sat for 7,945 examinations in 1949, 
as against 3,586 students for 6,800 exam- 
inations in 1948 and 2,076 students for 
3,757 examinations in 1947. 

There were 2,423 new students in 
1949, compared to 2,345 in 1948 and 
1,478 in 1947. There were 497 candidates 
for examination 5, the largest number 
ever to sit for a course II examination. 

The finest working environment in the 
world is in the modern American office, 
Dr. Erwin H. Schell of the department 
of business and engineering administra- 
tion, Massachusetts Institute of Tech- 
nology, avowed. This field of office 
management finds itself elevated to new 
and greater responsibilities in keeping 

(CONTINUED ON PAGE 19) 


Companies Should Think Twice Before. 
Entering Group Field—Milliman 





There are a number of life insurance 
companies not now in the group insur- 
ance field who are 
considering enter- 
ing it and, if they 
do, all of them will 
have a difficult time 
getting established 
and some will wish 
they’d never tried, 
Wendell A. Milli- 
man, consulting ac- 
tuary of Seattle, 
declared at the an- 
nual L.O.M.A, con- 
ference at Swamp- 





escort, .2 ass. ‘ 
Mr. Milliman we oq. Mintiman 
said the field is 


tough because the business is so highly 
competitive. The problems involved in 
successfully establishing an aggressive 
group operation are very demanding on 
the time of competent technical and ex- 


ecutive personnel. The establishment 
of a group organization is expensive. 


Experienced personnel is difficult to ob- 
tain. 

3ut Mr. Milliman did not overlook 
the reasons which might impel a com- 
pany to enter the field. Group insur- 
ance is increasing in importance. Offer- 
ing group insurance can enhance the 
prestive of the company, strengthen the 
agency organization, fulfill the social re- 
sponsibility of a company, brodening the 
scope of its services and increase profits. 

No company should enter the group 
business in the expectation of making 
an early or, in any event, a very sub- 
stantial profit, Mr. Milliman declared. 
Even the new business produced by an 
established group organization usually 
results in a first year deficit as a result 
commissions and other acquisition 
As a consequence, a loss will 


of 
expenses. 
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almost unavoidably result from at least 
the first four or five years of group op- 
erations, he predicted. Some of the 
companies which have aggressively en- 
tered the field within the past few years 
estimate the deficit from group opera- 
tions will amount to from half a million 
to a million dollars before the turning 
point is reached and the business begins 
to show a profit, Mr. Milliman said. 
The speaker listed the eight broad 
categories involved in handling group 
business as sales promotion, service to 
existing groups, underwriting, routine 


administration, auditing, payment of 
claims, research and planning. He told 


his hearers that in most of the larger 
group companies substantially all of 
these operations, with the exception of 
claims and auditing are combined in a 
single department. This is different 
from the divided authority one usually 
finds ‘in a company marketing only in- 
dividual policies, he said. All stages of 
group operations have been found to be 
more satisfactory when under direction 
of a single executive who specializes in 
group insurance, because it is much 
more necessary that all such small op- 
erations be integrated than under cor- 
responding individual insurance opera- 
tions. 


The group business is much more 
dynamic than individual business, he 
stated. Exceptions and changes in pol- 


icy must be made more frequently than 
is the case with individual insurance. 
Such action can be taken more ex- 
peditiously if all phases of the group 
operation are under a single man. “The 
executive who is accustomed to the ap- 
praisal of the individual risk and to the 
stability of major decisions of policy, 
finds it difficult to orient his think- 
ing to the competitive demand of the 
group business.” 





CLIFFORD ORR 





career, 








Commonwealth Life offers congratulations and best wishes to 
Clifford Orr, CLU, general agent for National Life of Ver- 
mont at Philadelphia and retiring President of the National 
Association of Life Underwriters. 


Mr. Orr’s term of President during the past year has been 
characterized by the same aggressive and stimulating leader- 
ship which has so conspicuously marked his life-insurance 


The N.A.L.U. has profited in many ways from Mr. Orr’s 
guidance, and the life-insurance business will continue to feel 


the impact of his dynamic personality. 


Insurance in Foree—August 1, 1949—$417,587,168 
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“Bigness Is Source 
of Our Power fo 
Serve’ Parkinson 


Reports Progress In 
Medical Research; Society 
May Boost Dividends 


ATLANTIC CITY—“Our bigness j 
the source of our power to serve the 
public,” Thomas 
Parkinson, presi- 
dent of Equitable 
Society, declared at 
the company’s 90th 
anniversary meet- 
ing here. Refuting 
allegations that 
some life com- 
panies are too large, 
he said that it takes 
bigness to provide 
the life insurance 
services the public 
needs. 

As examples of 
this he cited the 
company’s assured home ownership pro- 
gram which involves mortgage loans on 
private dwellings at 4% interest with 
complementary insurance protection. 
This service cannot be provided sound- 
ly by a small life company, he said, 
because of the nationwide organization 
and volume of business required for it 
to operate to the benefit of the policy- 
holders and the public. The Equitable’s 
own program lost money until the mort- 
gage and agency forces were trained 
and production reached its present vol- 
ume of more than $200 million in force, 
he stated. He then commented on a 
long list of accomplishments of the com- 
pany. They could not have been 
achieved if the company were not large 
enough to obtain the results, he said. 





T. I. 


Parkinson 


Medical Research Efforts 


Mr. Parkinson, who addressed the 
convention twice, reported that the com- 
pany’s medical research efforts directed 
by Dr. H. E. Ungerleider, medical re- 
search director, may shortly culminate in 
the solution of the problem of how to 
destroy the matter that surrounds the 
tuberculosis germ. Such medical re- 
search could not be accomplished by 
any of the five to 10 smaller companies 
into which | billion-dollar companies 
would be broken if some public authori- 
ties had their way, he declared. 

Producers must lift their sights, he 
said, and sell insurance in terms of 
what it is intended to do. They must 
sell more insurance and with a larger 
number of dollars in mind, he continued. 
‘ “Inflation is here to stay,” he stated, 
and prices and cost of living are not 
coming down in the near future. If in- 
surance dollars paid at maturity won't 
do what we promised, we have failed,” 
he said. “The dollars received by bene- 
ficiaries must do what they were in- 
tended to do. Responsible officials in 
Washington could well tackle our own 
monetary problem and try to solve it. 
If they did this they would be on better 
ground when they attempt to help the 
rest of the world with its financial prob- 
lems.” 


May Increase Dividends 


“Net 
months 
by the 


interest earnings for the 12 
before Aug. 1 were 3.03% and 
end of the year the company 
should be earning 3.09%,” he said. 
“That’s one-half of 1% over the com- 
pany low of 2.59% three years ago, 
he said. Later, referring to dividends, 
he said, “I hope we are on the verge 
of increasing them.” 
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Equitable Society 
Agents to Form 
Own Association 


Company Puts $3.8 
Million Into Agents 
Retirement Fund 


ATLANTIC CITY—Equitable So- 
ciety’s gala 90th anniversary celebration 
here featured a 
number of an- 
nouncements from 
Vincent S. Welch, 
' agency vice-presi- 
+ dent, which made 
' the meeting a huge 
success for all those 
who attended. The 
meeting lived up to 
its advance buildup 
in more ways than 
one. About 3,000 
agents, field and 
home office repre- 
sentatives and 
guests, stationed in 
some nine resort hotels, convened at 
Convention Hall for the business ses- 
sions. 

The major announcements were these: 
The company has revised its agents’ re- 
tirement program to include a past serv- 
ice beneft. Under the new program the 
company will put $3.8 million into its 
agents’ pension fund. The actuarial de- 
tails are being announced in detail to 
the agency force. Secondly, the final 
steps have been completed for the for- 
mation of a nationwide organization of 
Equitable Society agents to be known 
as the Equitable Underwriters National 
Assn. Its formation was announced 
| for William D. Davidson, Chicago agent, 
' who was speaking at the convention of 
’ the National Assn. of Life Underwriters 

in Cincinnati, by Robert 'G. Mathews, 
/ agent of Columbus, O. Mr. Davidson 
| headed the group which handled the de- 
tails of the organization’s formation. 

The Equitable Underwriters National 
Assn. will be open to agents with three 
years service and a life membership 
goes to those who have 10 years’ serv- 
ice. Its purpose will be to discuss 
agents’ problems and to take them up 
with management. Dues will be $1 4 
year and officers will be_ elected 
annually in March. Posts to be filled 
include those of president, vice-presi- 
dent, secretary-treasurer, and eight di- 
rectors. 








Vincent S. Welch 











New Annuity Policy 


Tt was also announced that the com- 
» pany will begin to write, on or about 
| Nov. 1, 1949, an annual premium de- 
| ferred annuity with a broad range of 
| maturity dates. The contract will be 
| irrevocable, have no cash values or loan 
} rights, and settlement may be taken by 
| the annuitant only in the form of life 
income. Prior to maturity there will be 
a death benefit with settlement option 
privileges. The benefit will be equal to 
the sum of the annual premiums paid or 
the net value, whichever is greater. The 
contract will be written at all ages up 
to 60 in annual premium units of $1,000 
with a minimum contract of one-half 
unit. The maximum size contract will 
vary with the age at issue because of 
the limits necessary on the ultimate ac- 
cumulations. 

The four-day meeting got under way 
with a reception and dinner in the main 
arena of Convention Hall. About 3,000 
attended the dinner. The 160 agents who 
Wrote more than 90 lives during the 
qualifving campaign sat in three tiers 
on the stage of the huge auditorium. 
They were introduced at the banquet, 

(CONTINUED ON PAGE 19) 
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Expect 240 Exhibits 
for L.A.A. Meeting 


Member companies in the Life Ad- 
vertisers Assn. are expected to enter 
a total of 240 exhibits of policyholder 
publications, sales promotion, advertis- 
ing and other material in competition 
at the 1949 annual meeting of the L.A.A. 
next month. The meeting will be held 
at the Drake Hotel, Chicago, Oct. 27-29. 

H. G. Kenagy, annual meeting chair- 
man, and W. A. Neville, chairman of 
the exhibits committee, said there would 
be 10 classifications of exhibits: Material 
to motivate agents, publications ad- 
dressed to agents, prospecting or pre- 
approach material, sales aids, prestige 
and good-will builders, policyholder ma- 
terial, national magazine advertiseing, 
newspaper advertising, insurance journal 
advertising, and employe relations ma- 
terial. No company may make entries 
in more than three classifications. 


Judged in Three Groups 


Exhibits will be judged within three 
groups. Group I will be entries from 
companies with $800 million or more 
of ordinary in force; group II from 
companies with between $200 million 
and $600 million, and group III from 
companies with less than $200 million. 

The judges include: Raymond Belk- 
lap, executive assistant, Continental 
Assurance; Ferrel M. Bean, general 
agent in Chicago for John Hancock; 
Howard J. Burridge, president of the 
National Underwriter Co.; Henry H. 
Haupt, vice-president of the advertising 
firm of Batten, Barton, Durstine & 
Osborn; Paul A. Hazard, Jr., agent for 
New England Mutual Life in Chicago; 
Robert R. Reno, Jr., Chicago manager 
for Equitable Society. 

Also James E. Scholefield, vice-presi- 
dent of North American Life & Cas- 
ualty; Harry R. Schultz, agent in Chi- 
cago for Mutual Life: Fred Shafer, 


-Ca 


Blanchfield Claim 


Association Head 


BOLTON LANDING, N.Y.—Offi- 
cers elected by International Claim 
Assn. at its annual meeting here are: 
President, John A. Blanchfeld, Aetna 
Life; vice-president, L. L. Phelps, Great 
Northern Life; chairman executive 
committee, John W. Ayer, New Eng- 
land Mutual Life; members executive 
committee, W. N. Hutchison, New 
York Life; Francis X. Reilly, Guardian 
Life; W. Keith Kropp, Provident Life & 
Accident; Douglas Blease, Connecticut 
Mutual Life. Louis L. Graham, Busi- 
ness Men’s Assurance, secretary, and 
F. L. Templeman, Maryland Casualty, 
treasurer, both were reelected. Attend- 
ance set a new record. 


Sackman “Subs” for Dineen 


Superintendent Dineen was _ unable 
to attend. Julius Sackman, chief of 
the life bureau of the New York depart- 
ment substituted and delivered a talk on 
“Settlements and Supervision,” outlin- 
ing what the insurance department 
checks in a claim departfnent when it 
examines a company and the depart- 
ment’s position regarding certain types 
of claim settlements. It was highly ac- 
claimed. Mr. Sackman was accompanied 
by W. F. Martineau, former deputy su- 
perintendent, now vice-president of 
Companion Life. 





manager of the advertising service de- 
partment of the Chicago “Tyibune;” 
Earl Sproul, vice-president of Mitchell- 
Faust, Inc.; James M. Sutherland, chief 
of the (Chicago bureau of “Business 
Week;” and John O. Todd, general 
agent for Northwestern Mutual in Chi- 


go. 

Ernest G. Willis, of World of Omaha, 
has been named as an additional mem- 
ber of the exhibits committee. 








” 
natural way. 





Staying in Character 


J. Harrie Hogan, Jr., of the Penn Mutual’s Ras- 
mussen Agency of Newark: 


“I came to the conclusion in the beginning that if I 
ever expected to make a go of this business it would be 
absolutely necessary for me to be just my natural self 
and not try to imitate various agents and their procedure. 
Certainly there were some people who liked me for what 
I was and it was up to me to find out what caused them 
to like me, then try to improve myself in that direction. 


“T believe that I am by nature a friendly person who 
enjoys to the utmost the many contacts and friendships 
that have been formed with people of all walks of life 
over a period of years and not infrequently their prob- 
lems are of extreme concern to me. 


“If I could convey to the people on whom I called a 
real sincerity of purpose with a true desire to be helpful 
and friendly, whether or not a sale could be made, it 
should prove a turning point in my work. 


“Working in a small community seems to offer greater 
opportunity for getting acquainted with people in a most 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Blue Cross Losing 
Two Subscribers fo 
Every Three Gained 


Employers Shifting to Pri- 
vate Insurers, Gen. Haw- 
ley Says in Milwaukee 


MILWAUKEE—Blue Cross and 
Blue Shield plans nation-wide are losing 
two subscribers to every three they 
gain, Maj. Gen. Paul R. Hawley, chief 
executive officer of the organization, told 
a regional conference here of officials 
of plans in Wisconsin, Minnesota, Iowa, 
Nebraska, North Dakota and ‘Manitoba. 
He said cancellations have become so 
numerous that it creates “a very serious 
situation” for these organizations. 

Gen. Hawley said that the plans are 
getting cancellations because they are 
not offering enough benefits. “The peo- 
ple want the most they can get for their 
dollar, but when they go to the hospital 
and find their insurance pays only 50 
to 60% of the hospital and doctor bill, 
they don’t like it,” he said. 


Employers Shifting Coverage 


Commercial insurance companies are 
taking the business away from the Blue 
Cross plans in some instances, Gen. 
Hawley said. A number of large em- 
ployers are shifting coverage, he added. 

He said Blue Cross and Blue Shield 
are doing a good selling job, but are not 
following up to keep subscribers “sold” 
on the value of their insurance. Then, 
he said, “some insurance company comes 
along and sells the subscriber ‘a bill 
of goods.’” 

He charged that cancellations were 
due “to bad public ralations” by the 
nonprofit plan. In many cases, he said, 
“blue” plans have internal administra- 
tion so poor that there is constant bick- 
ering between their offices and partici- 
pating firms over errors in billing or 
other factors. 

_“Companies covered finally get so 
tired of bickering over such details that 
they cancel out,” he declared. 


Must Correct Situation 


Some of the plans have said that 
the cancellations are not real, but only 
a matter of bookkeeping. Gen. Hawley 
challenged that interpretation. He said 
this is no time for alibis and that some 
real action is necessary to correct the 
situation. “The fight over compulsory 
health insurance has made people want 
health protection,” he added. “Now is 
the time to make hay.” 

While the rising cost of hospital op- 
eration also has created a serious situa- 
tion for the hospitals, he warned against 
efforts to help solve it through insur- 
ance plans. 

“Too many persons think that insur- 
ance is the answer to that problem,” he 
said. But there is a limit to how much 
people can, or will, pay for insurance. 
The hospitals and doctors will price us 
out of the market if they succeed in 
hanging more of the costs on insurance.” 

The fact is, Gen. Hawley said, that 
while the charge made for rooms in 
hospitals has doubled in the last 10 
years, the costs of drugs and other serv- 
ices have quadrupled. At the same time, 
too many physicians think that because 
a patient has health insurance, another 
X-ray, or two might show something 
and orders them, a thing he would not 
do if the patient weren’t insured, and 
a thing many a patient not insured 
would reject as too costly. 

On top of that, Hawley said there 

(CONTINUED ON PAGE 19) 
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Huehl President of 
Indianapolis Life; 
Zaring Promoted 


Walter H. Huehl, vice-president and 
actuary of Indianapolis Life, has been 
elected president to succeed the late 
A. H. Kahler. Doyle Zaring, agency 
secretary, becomes manager of agencies, 
taking over the agency portion of Mr. 
Kahler’s duties. 

Mr. Huehl joined Indianapolis Life 
in 1927 after having been actuary of the 
Indiana department. He is a graduate 
of the University of Michigan, an as- 
sociate of the Society of Actuaries, and 
a veteran of the air force, in which he 
served as a major. 

Mr. Zaring joined the company in 
1929 and before that was in agricultural 
extension work for Purdue University. 


Provident L. & A. in Canada 

Provident Life & Accident has been 
licensed in Canada and has appointed 
Charles E. Rea, Ltd., of Toronto, gen- 
eral agents for Ontario. For the time 





being Provident intends to confine its 
‘anadian operations to that province. It 
has joined Canadian Life Insurance Off- 
cers Assn. It will write life, sickness 
and accident, group and railroad acci- 
dent insurance. 


lon 


Canadian Supts. Elect 

_Assn. of Insurance Superintendents 
of Canada meeting at St. Andrews, 
N. B., elected these officers: President, 


J. A. Young, Regina; vice-president, 
E. R. Hughes, Edmonton; secretary, 
Roy B. Whitehead, Toronto; assistant 


secretary, John Edwards, Toronto; 
treasurer, Howard Armstrong, Toronto. 





Stealey Cal. Lessee Chief 


Commissioner Downey has named 
Talt E. Stealey chief of the license de- 
partment of the California department. 
He has been manager of the San Fran- 
cisco office of the department for some 
time, and formerly was with the Los 
Angeles office in the investigation de- 
partment. 





Connecticut General has added non- 
participating endowments maturing in 
from 11 to M and from 16 to 19 years, 
inclusive. Waiver of premium disability 
and additional indemnity benefit will 
be issued down to age 5. 
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Fifty-Sixth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $166,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 5 
over $72,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $208,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
@ 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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Imig Decision 
on New Post 
Still Pending 


Decision of Richard E. Imig, who has 
been acting vice-president of National 
Assn. of Life Underwriters, on whether 
to accept the new headquarters position 
created by the trustees at Cincinnati, 
was still pending Wednesday. The trus- 
tees empowered the executive committee 
to determine the duties and functions 
of the new post, which in general terms 
is to be a liaison job of contact with 
the field forces. As soon as these have 
been set forth in definite terms and the 
blueprint approved, there will be a con- 
ference with Mr. Imig, after which he 
will decide whether to accept. 


Kenagy Terms House 
Organ Necessity, 
Not a Luxury 


A real house organ for a life insurance 
company is not a frill, but an integral 
part of developing and maintaining 
morale, H. G. Kenagy, vice-president of 
Mutual Benefit told the annual L.O.M.A. 
conference at Swampscott, Mass. 

Mr. Kenagy testified that within his 
own company the professionally-edited 
“Mutual Benefit Life’ had attracted 
high readership and has given evidence 
of improving morale and increasing pro- 
ductivity. In all American business and 
industry, he said, there are now more 
than 5,000 house newspapers and maga- 
zines being published, with a total audi- 
ence of about 50 million persons. 

“An opportunity to reach 50 million, 
all of whom have or should have a per- 
sonal interest in this means of com- 
munication is a tremendous opportu- 
nity,” Mr. Kenagy declared, “carrying 
with it a sobering responsibility. The 
evidence that we don’t take it very seri- 
ously yet is in the fact that, to reach 
this total audience, we spend just a 
little over $100,000,000 a year in United 
States and Canada, for all costs, in- 
cluding salaries.” 

In setting up the new “Mutual Ben- 
efit Life’ magazine, Mr. Kenagy ex- 
plained that his company decided first 
that it would be competely an employe 
publlication, run by and for the em- 
ployes, and with no management control 





"August Sales Up 


— 


2%: Year to 
Date Gain Is 1% 


Total sales in August showed an jp. 
crease of 2% over August, 1948, Ac- 
cording to L.J.A.M.A. the total was $1. 
778,000,000 compared with $1,740,000,009 
in August of last year. 

Purchases of ordinary in August were 


$1,147,000,000 up 2%; industrial was 
$381,000,000, up 7%; group sales were 


$250,000,000 in August, down 3%. 

In the first eight months total sales 
were $14,794,000,000, an increase of 1% 
and 1% below the corresponding period 
of 1947. Purchases of ordinary account. 
ed for $9,631,000,000, a decrease of 1% 
and also 1% below 1947 total. Industria] 
represented $3,143,000,000, an increase 
of 6%, while group amounted to $2. 
020,000,000, an increase of 7%. 





———— 





decided to employ professional and not 
amateur editorial management, with a 
young lady being chosen who had been 
associate editor of a suburban _ news- 
paper. 


Regular Readership Is 90% 


To find out the extent of readership 
among employes, Mr. Kenagy’s depart- 
ment has circulated an unsigned ques- 
tionnaire which shows that 90% of all 
employes read the paper regularly, 60% 
claiming to read all of every issue. 
Some 66% said they regularly took the 
paper home for family consumption and 
only 7% said they never took it home. 

In ranking the contents of the news- 
magazine by reader interest, a personal 
column about Mutual Benefit people 
ranked first; news of the company sec- 
ond; a cartoon feature third; pictures of 
people and events fourth and _ stories 
about departments fifth. Social news 
was ranked sixth, stories on individuals 
seventh; a “did you know?” column 
eighth, editorials ninth and sport news, 
tenth. 

“Until recently the direct cost of our 
magazine,” Mr. Kenagy said, “amounted 
to approximately $250 per issue for 1,400 
copies. Now the cost has jumped $30 
per issue because we are distributing 
1,900 copies. Originally we sent one 
copy only to an agency, to be passed 
around among any clerks that might 
be interested. We greatly underesti- 
mated field interest; now we send a 
copy for each agency office worker and 
in some agencies, one for each agent.” 





Year Fete 





Vincent S. Welch, right, agency vice-president, greets Thomas I. Parkinson, president, 
on his arrival at the Equitable Society 90th anniversary celebration in Atlantic City, 
On the left is Joseph P. Chamberlain, oldest member of the company’s board. 
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waitin Cites Incentives, Aggressive 
Selling as Basis For Economic Future 





—e 


The economic future of the U. S. de- 
pends upon as ggressive salesmanship and 


the preserv ation of 
incentives to indi- 
vidual effort, John 
S. Thompson, 
president of Mu- 
tual Benefit Life 
told the Million 
Dollar Round 
Table at its meet- 


ing at Cincinnati. 
Mr. Thompson re- 
viewed the growth 
of life insurance as 
a part of America’s 
over-all economy 
and discussed the 
belief of the Presi- 
dent that the U. S. can achieve a na- 
tional product of $300 billion in the not- 
too- -distant future. 

“Tf our interpretation of the past ex- 
perience of life insurance is correct,’ 
Mr. Thompson said, “the American peo- 
ple should be able to carry 25% more 
life insurance than they now carry with 
no greater relative financial strain than 
at present. This would mean total life 
insurance of $260 billion, requiring an- 
nual premiums totalling $9 billion and 
total assets of $70 billion. The growth 
of the life insurance business during the 
last two or three years has been at ap- 
proximately that rate. 


Further OASI Encroachment 


“Whether progress in the immediate 
future can be maintained at that rate, 
or at any rate, depends very largely 
upon two things. One is aggressive 
salesmanship. The other, which is even 
more important, is the extent to which 
incentives to individual effort are pre- 
served. The latest plans for extension 
of the federal social security act con- 
template inclusion of 11 million more 
persons, an increase of nearly 80% in 
the level of benefits, and an increase in 
the tax base from $3,000 to $3,600. 
Naturally, payroll taxes must go up too. 

“The ‘broadening of the coverage is 
commendable, but the increase in the 
tax base and in the benefits mean fur- 
ther encrodchment in the field in which 
the life insurance companies for over 
a century have been urging 
citizens to build their own security. The 
more security the government provides 
by law and regulation the less oppor- 
tunity will the citizen have for the 
spending of his own money in produc- 
ing the kind of security best adapted to 
his own circumstances and the less in- 
centive will he have for doing the ut- 
most in that direction.” 





Thompson 


John S. 


Role in Formation of Capital 


In discussing the long range character 
of life insurance and in reviewing the 
history of life insurance, Mr. Thomp- 
son spoke of the role of life insurance 
in the formation of capital, and dis- 
counted the suggestion that the powers 








Mutual Benefit Life General 
Agents Meet With Officers 


Some 13 general agents of Mutual 
Benefit Life will attend the sixth agency 
management conference with company 
officers Sept. 26-Oct. 9 at Pocono Manor, 
Pa. The conference will deal with all 
phases of agency management. General 
agents in attendance will be H. Bennet 
Berwick, Rochester, N. Y.; Robert L. 
Rhodes, Jacksonville, Fla.; 'Newell D. 
Crawford, Columbia, S. C.; Hal W. 
Dale, Jackson, Miss.; Edward L. Rosen- 
baum, Brooklyn; John V. Johnson, Co- 
lumbus, O.; Leland O. Nashem, New 
York; el Carney Smith, Washington, 
D. C.; Charles L: Doane, Omaha; Ervin 
Dz. Hintzpeter, Bozeman, Mont.; Fran- 
cis J. Conlin, Spokane; Gilbert F. Ditt- 
— and George Smith, “South 

end. 


of life companies to buy and own com- 
mon-stock should be enlarged. In his 
opinion, he said, the investments of life 
companies must continue to consist 
largely of evidences of indebtedness, 
and of real property in moderate 
amount, which can be carried at a con- 
servative book value and may never re- 
quire to be converted into cash. 

“At present,” Mr. Thompson said, “it 
must be admitted, equity capital, which, 
like life insurance premiums, must come 
from savings, is notoriously scarce in 
spite of current high earnings. Indi- 
viduals are reluctant to assume the risks 
of ownership for the simple reason that 
they doubt whether the returns will 
compensate for the risks. Life com- 
panies should be even more backward in 
assuming the position of enterpreneurs 
both because of the irregularity of in- 
come and because of the difficulty of 
dealing with fluctuations in value. More 
equity and working capital for industry, 
trade and commerce must continue to 
be derived from retained earnings, de- 
preciation reserves, reduced inventories 
and lower accounts receivable.” 


Canadian Devaluation Seen 
of Slight Insurance Effect 


United States life companies operating 
in Canada have their Canadian assets 
and liabilities so closely balanced that 
it is not believed that any of them will 
be appreciably affected by the recent 
10% devaluation of the Canadian dollar 
in terms of U. S. currency. 

Canadian companies operating in the 
United States have in general kept their 
U. S. obligations and assets well bal- 
anced so that no great hardship is ex- 
pected. A Canadian company does its 
United States business through a sepa- 
rate United States branch. If it has 
profits on its U. S. operations, it could 
convert them into Canadian funds at 
enhanced value. 

An American company doing business 
in Canada keeps invested in Canadian 
assets an amount very close to what it 
has in Canadian liabilities. Any excess 
of Canadian assets over liabilities would 
result in a loss on conversion. 

Aside from assets invested in Cana- 
dian securities to balance Canadian lia- 
bilities, many life companies, including 
those doing no business in Canada, have 
investments in Canadian securities. 
However, these are usually payable in 
U. S. dollars. On these, of course, there 


Salary Raise ad Wisconsin 
Commissioner Held Invalid 


MADISON, WIS.—Because the salary 
of Commissioner Lange was increased 
by the legislature during his term of 
office, the attorney-general has ruled the 
increase is invalid. Mr. Lange was ap- 
pointed by Gov. Rennebohm Dec. 1, 
1948, to fill the unexpired term ending 
June 30, 1951. Previously as a civil serv- 
ice employe and chief life actuary, he 
was paid $7,080 annually, but when 
he became commissioner his salary 
dropped to $6,500. The 1949 legislature 
sought to remedy this by passing a bill 
which provided that a permanent em- 
ploye in the classified service, appointed 
to a position in unclassified service, shall 
continue to draw the salary he was re- 
ceiving at the time of appointment. 
However, Attorney-general Fairchild 
ruled that Mr. Lange was limited to the 
statutory $6,500 as insurance commis- 
sioner under the Wisconsin constitution 
which prohibits an increase or decrease 
in compensation of a public officer dur- 
ing his term of office. 
is no problem except for the issuers of 
the bonds, who must pay out more Ca- 
nadian dollars because of the devalua- 
tion. 





fits are worth while. 





These Benefits 
Are Worth While 


Based on his production, the qualified Lincoln 
National representative is given group life insur- 
ance. He is also entitled to hospital and surgical 
expense coverage for himself and family. 


Ask any LNL man. He'll tell you these bene- 
They are another reason 


for our proud claim that LVL is geared to help 
its held men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Group Plan Demand 
by Labor Makes It 
Important Cover 


The great emphasis on group plans 
now brought out by present day de- 
mands of labor on management makes 
a knowledge of group insurance an 
essential to every top flight under- 
writer, Oscar E. Carlin, John Hancock, 
Columbus, said at the Million Dollar 
Round Table meeting at Cincinnati. 

“When it is obvious that the labor 
unions have as much to say about em- 
ploye benefit plans as employers,” he 
said, “it is a mistake for us to treat only 
with employers and to identify ourselves 
strongly with employers in union nego- 
tiations without making an attempt to 
reach some understanding with the 
unions.” 

The long time net result may be a 
successful accomplishment through pri- 
vate insurance, or failure may result 
in the unions insuring through their 
trusteed welfare plans, or their 
Own insurance companies, or govern- 
ment insurance might become the only 
acceptable insurance to both labor and 
management at large, Mr. Carlin said. 

In spite of the phenomenal amount 


of group insurance of all kinds, Mr. 
Carlin said the various states and the 
federal government feel that even when 
including social security there has only 
been a beginning in providing proper 
security from a social and economic 
point of view. 

“Sooner or later your state will likely 
pass compulsory disability insurance 
laws, if it has not already,” Mr. Carlin 
opined. “You have a challenge to prop- 
erly prepare yourself for that tremen- 
dous personal opportunity. Unless you 
are prepared, your law may well pro- 
vide that the coverage cannot be writ- 
ten through insurance companies but 
must be written by the state such as 
in the case of Rhode Island where it 
is a monopolistic tax supported state 
fund with no private plans allowed in 
substitution.” 


Postpone N. Y. TDB Hearing 


In order that committees now draft- 
ing regulations under the new disabil- 
ity benefits law may have further time 
to submit their recommendations, the 
public hearing on rules and regulations 
under the New York law has been post- 
poned to Oct. 20 at 1 p. m., at Albany. 

Mimeographed copies of proposed reg- 
ulations to be considered at the hearing 
will be available at the office of the 
secretary of workmen’s compensation 
board about Oct. 3. 





“| Get Paid For Each 
One of My Duties” 


EARLAND W. LOGUE 


Kankakee, Ill., General Agent 


Mutuat TRUST LIFE’S new 
contract provides for direct pay- 
ment for the successful perform- 
ance of each one of a general agent’s 
main duties. In this way he can 


plan his efforts and know that he 
will be paid according to his results. 
And when he retires he can count 
on aliberal pension plus persistency 


allowances. 


A few general agency 
openings available. 
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A 44 Year Old . . . Low Net Cost Company . . . With Over $350 


Million in Force .. . 


and Over $100 Million in Assets. 





Fans Discrimination 


Issue Involving 
Wis. Life Fund 


The Wisconsin state life insurance 
fund continues to be a center of con- 
troversy on the discrimination issue with 
a Negro member of the legislature an- 
nouncing that he intends to apply for 
insurance in the fund and at the same 
time call for a public declaration of pol- 
icy from all state departments toward 
minority groups. 

The issue was raised by the bringing 
of a suit by James Rancher, Milwaukee 
Negro, to compel the fund to grant him 
a medical examination and to supply 
the insurance if a comparable white man 
would be entitled to get it. 

The member of the legislature who 
has taken up the cudgels is Leroy J. 
Simmons of Milwaukee. He charged 
that Gov. Rennebohm should be ac- 
cused of racial prejudice if he does not 
immediately replace any official re- 
sponsible for a discriminatory policy. 
He went on to say that there are no 
Negroes employed in any of the 14 
Rennebohm drug stores in Madison. He 
said that John R. Lange, Wisconsin com- 
missioner, is a Rennebohm appointee, 
“so the issue lies squarely in his lap.” 


Will Sponsor Legislation 


If the insurance department does not 
do a turnabout on the Rancher applica- 
tion, Simmons said, he would sponsor 
legislation “which will take care of the 
insurance department.” 

The publicity on the discrimination 
issue has served to publicize the state 
fund, which has been in existence since 
1911 and has insurance in force of only 
$3,818,385, and only 1,854 policyholders. 

The Milwaukee “Jcurnal” recalled 
that a bill to provide state funds to ad- 
vertise the state life insurance plan was 
defeated in the legislature this year. The 
“Journal” states that it has a ratio of $1 
of assets for every $3 of insurance in 
force. The Milwaukee “Journal” claims 
that its rates are low, the cost at age 35 
being $24.96. The policyholder saves 
1% on the premium by paying directly 
to the insurance commissioner rather 
than to the county treasurer. 

Under the law the maximum amount 
that may be issued on any one risk is 
59% of the total amount of insurance in 
force. However, the fund limits its pol- 
icles to $5,000. There is no liability on 
the part of the state in connection with 
the fund, beyond the amount of the fund 
itself. Herman L. Ekern of the Chi- 
cago law firm of Ekern, Meyers & Mat- 
thias and president of Lutheran Broth- 
erhood, is credited by the Milwaukee 
“Journal” for having brought about the 
creation of the fund in 1911. Mr. Ekern 





was then insurance commissioner of 
Wisconsin and he studied state life jp. 
surance operations in foreign lands ang 
his purpose as he then stated was “to 
give the people the benefit of the beg 
old line insurance on a mutual plan 3 
the lowest possible cost.” 

The Milwaukee “Journal” comments 
that elimination of the life insurance 
agent from the picture probably has 
been a major factor in keeping the costs 
of the state fund down low, but it js 
also one of the major factors that has 
made the state fund such a minor force 
in the insurance business. Most People 
that publication states, still have to 
have their insurance policies “sold” to 
them. If the selling is not done through 
a persuasive insurance salesman, it must 
at least be done through advertising, 
The state life fund has had the benefit 
of neither type of selling. 

The Milwaukee ‘Journal” editorially 
declared that if the law is so written 
that certain groups must be refused the 
service of the state to make the program 
financially sound, then the law must 
be rewritten. It must provide that Ne- 
groes and others now barred be allowed 
insurance based on tables applicable 
to the proper mortality risk. 


Mich. Committee to Meet 
on Discrimination Charges 


LANSING, MICH. — A meeting of 
the special committee named by Gov. 
Williams to investigate charges of dis- 
crimination by insurers against members 
of the Negro race probably will be 
called within two weeks, Commissioner 
Forbes states. 

The commissioner said many answers 
have been received from insurers to 
a questionnaire on individual company 
policies and practices relative to selec- 
tion of risks as regards race. The com- 
missioner declined to reveal any of the 
replies pending their consideration by 
the committee. 

The carriers were asked in the ques- 
tionnaire to state whether they write 
coverage for Negroes, if not, why they 
decline such risks, whether they prac- 
tice any other form of discrimination 
such as instructing agents not to solicit 
Negro business or reducing commis- 
sions on such business, and for all other 
available information relative to the 
question. 





To Discuss Welfare State Dangers 


Edward H. O’Connor, managing di- 
rector Insurance Economics Society of 
America, will address the Kenosha 
(Wis.) chapter of the American Profes- 
sional Institute at its opening fall dinner 
Sept. 29. Under the title “Do We Know 
Where We're Going?” Mr. O’Connor 
will stress the political aspects of a wel- 
fare state and cite the dangers that lie 
ahead for the United States. 

















Myrick Portrait Presented to A.C.L.U. 


Portrait of Julian 
S. Myrick, chairman 
of the American Col- 
lege, is presented to 
the college by of- 
ficers of Mutual Life, 
of which Mr. Myrick 
is a_ retired  vice- 
president. The por- 
trait will be placed 
in the new board 
room of the college 
at Philadelphia. The 
portrait was present- 
ed by Roger Hull, 
agency vice-president 
of Mutual Life, at the 
annual dinner of the 
college trustees in 
Cincinnati. Left to 
right: Joseph H. 
Reese, Penn Mutual, 
Philadelphia, new 
secretary of the col- 
lege’s board and 
chairman of 
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= Shield Gives Slants on 
Unfair Trade Practices Act 


W. Lee Shield, counsel of American 
Life Convention and former Ohio insur- 
ance superintendent, at a recent meet- 
ing of the insurance law section of 
American Bar Assn. at St. Louis, gave 
a paper that was very well received en- 
titled “Some Procedural and Admin- 
istrative Questions Arising Under Laws 
Resulting From Public Law 15.” 

Mr. Shield took up the unfair trade 
practices act. One type of. procedure 
that is covered in this legislation re- 
lates to the acts and practices that are 
specifically defined as constituting un- 
fair methods of competition or deceptive 
acts or practices. Here the commis- 
sioner is given the power to issue cease 
and desist orders and provision is made 
for a judicial review. The second pro- 
cedure relates to acts and practices that 
are not defined by the law as being un- 
fair methods of competition or unfair or 
deceptive acts or practices, but which 
are determined to be such by the com- 
missioner. Thus the commissioner is 
authorized to hold hearings and make 
findings and if the practice continues, 
he may request the attorney general to 
bring an action for an injunction. 


Cease and Desist Order 


In connection with the acts that are 
defined, the commissioner before hold- 
ing a hearing must have reason to be- 
lieve that a person or company “has 
been engaged or is engaging in this 
state” in one or more of the defined un- 
fair methods of competition. Mr. Shield 
said the question arises whether the 
commissioner is authorized to base his 
proceeding on an act or practice or 
method of competition used in the past 
and which is no longer being used. The 
commissioner’s only power is to issue a 
cease and desist order and a penalty is 
involved only when such a final order 
has been violated. Can the commis- 
sioner, he asked, order a person or com- 
pany to cease something that it is not 
doing? It was Mr. Shield’s conclusion 
that there must be some threat that the 
practices in question might be repeated. 
The law requires that the commissioner 
must have reason to believe that a pro- 
ceeding by him will be in the public in- 
terest. 

Another question is whether the com- 
missioner’s discretion could be chal- 
lenged at any point in the proceeding. 
He concluded it would be extremely dif- 
ficult to do so because it would have to 
be based on a claim of abuse of discre- 
= which the courts are reluctant to 
nd. 

When it comes to notifying the per- 
son or company of the charges, the 
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statement must be detailed enough to 
apprise the accused person or company 
of the time and nature of the methods, 
acts or practices which are charged to 
be unfair or deceptive. This is neces- 
sary for the accused to be able to pre- 
pare a defense. 

The law provides that upon good 
cause shown, the commissioner shall 
permit any person to intervene, appear 
and be heard at the hearing. This cer- 
tainly would permit a competitor, or 
any person no matter how selfish his in- 
terests might be, to take part in the 
hearing, if he could convince the com- 
missioner of “good cause.” This raises 
the question of what constitutes “good 
cause” and just what part such an in- 
tervening person can take in such a pro- 
cedure. 

It seems plain, Mr. Shield said, that 
what is “good cause shown” is almost 
entirely within the discretion of the 
commissioner. 

The language used in the law con- 
templates some greater role for an in- 
tervening person than that of a witness, 
he said. The language was taken ver- 
batim from the federal trade commis- 
sion act, and this provision was included 
there in order to help create, to a large 
degree, self-policing within an industry. 

In connection with the undefined 
practices, he said that the language is 
such that proceedings are intended to 
be used only for methods of competition 
or acts or practices which are actually 
being used when the proceeding is com- 
menced. 

He remarked that each of these pro- 
ceedings affects only the person or com- 
pany charged with a violation of the 
law, and there is no provision whereby 
a particular method of competition or 
act or practice can be found to be unfair 
or deceptive for everyone. 

The unauthorized insurers process act 
is now in effect in 13 states, he remark- 
ed. He discussed several fine points in- 
volved here. 





Suggest New Plan in Canada 


If fraternals in Canada intend to make 
any changes in premium rates, they 
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Top, Gordon Orput, New England Mu- 
tual, Portland, Ore., and Harold C. Rose, 
New York City, who was a speaker the 
final day of the Million Dollar Round 
Table meeting. Below, George Snedecker, 
Consolidated Reporting Co. New York 
City, who has been reporting M.D.R.T. 
meetings for many years, demonstrates 
his shorthand machine for William R. 
Garrick, Aetna Life, orcester, Mass. 





may have to adopt a different procedure 
in advising society members about it. 
Canadian Assn. of Insurance Superin- 
tendents is in favor of such a move. 
Contemplated premium chgnges now 
are advertised in society papers or pub- 
lications. The belief exists that these 
notices are not seen. Under a setup 
recommended by the superintendents, 
any member who might be affected by 
premium rate changes would have to 


be notified by registered mail. 





Insurance Featured in II. 
Chamber of Commerce Card 


Insurance Director Hershey of IIli- 
nois is scheduled to take part in a fea- 
ture Oct. 7 during the annual meeting 
of Illinois Chamber of Commerce at 
Chicago that is designated as “Some 
Pressing Problems Facing Your State 
Government.” He will be one of eight 
directors of departments of the state 
government that will give a_presenta- 
tion. Chairman of the period is C. L. 
Morris, general manager of Illinois Na- 
tional Casualty and chairman of Illinois 
State Chamber of Commerce. 

E. H. O’Connor, executive director 
of Insurance Economics Society, will 
take part in a social security clinic the 
afternoon of Oct. 6 on “Health Insur- 


ance—Compulsory or Voluntary?” The 
other speakers will be Oscar R. Ewing, 
administrator of federal security agency 
and Dr. Paul R. Hawley, chief execu- 
tive of Blue Cross commission and Blue 
Shield commission. 


H. P. Winter to Aid 
Benson for the 
Next 12 Months 


For the next year, while Judd C. Ben- 
son is the new president of National 
Assn. of Life Underwriters, H. P. Win- 
ter, assistant vice-president of Union 
Central, will have his headquarters in 
the Benson agency, which is one of 
Union Central’s largest, assisting in its 
management. Mr. Winter’s broad back- 
ground of practical managerial experi- 
ence will be helpful to Mr. Benson, who 
will be obliged to spend much of his 
time away from the agency on N.A.L.U. 
business during the coming year. 








Constitution Life of Los Angeles has 
joined the American Life Convention, 
bringing the total membership to 225 
companies. 





Did you know 
THE CROWN LIFE HAS 


INCREASED 
ITS ASSETS 


BOTH 
AND INSURANCE 


IN FORCE EVERY YEAR 





SINCE IT WAS ORGANIZED 


IN 1900 


CROWN LIFE 


“= INSURANCE COMPANY =~ 


The Crown Life is now licensed to operate 
in Alaska—California—Hawaii—Idaho— 
Indiana—Louisiana—Michigan—Minnesota 
—Missouri—New Jersey—New Mexico— 
North Dakota—Ohio—Texas—Washington. 
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“Selling” emiaann 
of Continental's 
Pyramid Club Meet 


The Pyramid Club, composed of 300 
leading producers of Continental Assur- 
ance, held its con- 
vention at Chicago. 
The largest Con- 
tinental convention 
on record, the key- 
note was “selling” 
to meet the chal- 
lenge of a buyers’ 





market growing 
steadily more com- 
petitive. Marshall 
B. Simms, super- 
intendent of agents, 
presided. The wel- 
come address was 
made by President Roy Tuchbreiter 
Roy Tuchbreiter. 


Howard C. Reeder, vice-president, 
highlighted the conditions prevailing in 
today’s market. He pointed out that 
though average income increased 100% 
since. 1940, life insurance, despite sub- 
stantial gains in force, has not main- 
tained the balance which then existed 
between total income and the portion 
invested in life insurance. In citing 
Continental’s growth, Mr. Reeder stated 
that of all Canadian and American com- 
panies it ranked 51st in 1940 and in 
1948 was 30th. 

A report on the agents’ pension plan 


we 


Plus sales if you can get this one right. 


Q. Radar Detects Prospects. 


A. 


really detects the prospects and keeps you 
supplied with hot leads. (The average return 
on all our mailings is 10.6%.) So far on just 
three lists, my sales to RADAR detected 
prospects amount to $111,180. That means 
extra commissions in my pocket.”’ 


Mr. Moody’s experience with direct mail 
(RADAR) is typical of many of the company’s 
field associates. RADAR saves time—makes 
money for those who use it. 





GENERAL AMERICAN Li TCAN LiFe 


TRUE or FALSE...Mr. Moody? 





**True, Professor! RADAR is General 


American Life’s great direct mail system that 


WALTER = 


Saint Lours 


was made by Dwight G. Johnson, Phila- 
delphia. Mr. Johnson, who for the 10th 
consecutive year has been named presi- 
dent of the President’s Club, the com- 
pany’s top production club, was in- 
strumental *in organizing the pension 
plan. Business insurance was _ con- 
sidered in a talk by Robert L. Blue, 
Miami. He said that it is a big market 
with every store owner on the street 
a prospect. He advised agents to solicit 
their business since it invariably in- 
volves larger policy amounts. 

W. D. Ray, Houston, remarked that 
juvenile insurance is one of the finest 
tools for expanding a market. He re- 
called one case where his initial sale 
was a $3,000 education endowment. 
First-year premiums tracing from that 
one sale now total $2,000 and a business 
case that may run to $100,000 is now 
pending, he said. 


Bittner Favors Cold Canvass 


Advocates of complex prospecting 
were given a challenging argument by 
Harry M. Bittner, Detroit, who is a 
constant practitioner of cold canvas- 
sing. “If you are using usual methods 
of prospecting, you are probably spend- 
ing not more than two hours out of 
each six or seven in the field actually 
in the presence of prospects,” he opined. 
“Cold canvassing enables me to talk 
insurance to people almost constantly. 
There is no need to look for prospects, 
spend time making appointments, travel 
from one end of the city to another, 
nor wait for a busy man to get ready 
tu talk to me.-I call on everyone. No 

(CONTINUED ON PAGE 17) 
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Demand for Expense 
Cut Looms, Head 
of L.O.M.A. Says 


J. Finley Allen, president of the 
L.O.M.A. and secretary of the Home 
Life, told the opening session of the 
L.O.M.A. annual conference at Swamp- 
scott, Mass., that life insurance manage- 
ment will inevitably encounter in the 
coming generation ‘the problem of re- 
ducing the cost of life insurance through 
reducing expenses, which in turn de- 
pends upon developing an increase in 
individual productivity. 

“The history of industrial enterprise is 
full of examples of machines that have 
been invented to keep costs down under 
the stimulus of high wages and a re- 
stricted labor supply,” Mr. Allen de- 
clared. It is up to the people who are 
directly involved in home office manage- 
ment to encourage and stimulate mech- 
anization, he commented. 

“Our own electronic sequence con- 
trolled calculator committee is doing an 
important exploratory job in this field. 
Most of us do not understand and prob- 
ably never will understand the. prin- 
ciples of electronics. We are, therefore, 
only human if we are somewhat skepti- 
cal about their application to our busi- 
ness. I am not going to be so rash as 
to make any prediction as to what that 
application might be. My only purpose 
is to ask you to be open-minded, to be 
receptive to these new ideas when they 
are advanced,” Mr. Allen commented. 

.M.A. is continuing to make a 
major “contribution in developing meth- 
ods to attack the expense problem, Mr. 
Allen said, among other ways by pro- 
viding employe education. However, he 
declared the percentage of life insurance 
employes enrolled in L.O.M.A. courses 
is still too small in comparison with the 
record of some other businesses. 


Shouldn’t Refuse to Spend Money 


“One of the things which we should 
not do, I believe, in our efforts to con- 
trol expenses is to take the point of 
view that the way to control expenses 
is to refuse to spend money. Rather, 
we should cultivate the art of spending 
Ww isely. It seems to me entirely possible 
that in the years before the war the 
life insurance business, generally, did not 
have a high enough salary scale. I do 
not think that in the long run to have 
a low salary scale is likely to be the 
most economical way to operate.” 

He opined that compensation was poor 
not only to the home office but also to 
the sales organization before the war. 

He reported substantial progress in 
this area with more companies success- 
fully producing an increasing volume of 
business with fewer salesmen. The earn- 
ings of the individual are correspond- 
ingly better—which, among other very 
desirable results—makes it easier to re- 
cruit men of caliber. 

“The salary level in the life insurance 
home office was on the low side before 
the war. During the war years this situ- 
ation, in my opinion, was largely cor- 
rected. I sincerely hope that it will not 
retrogress. I want to make it entirely 
clear that I am not advocating an in- 
creased cost of insurance to the policy- 
owners but rather an application of the 
same principles which I have just re- 
ferred to as having been applied in the 
sales field; namely, I believe our objec- 
tive should be to have fewer people and 
a higher salary scale. This implies that 
our operations would be mechanized to 
an even greater extent than at present.” 





Individuals’ Equities Up 
$1.4 Billion in 2nd Quarter 


W ASHINGTON—The securities and 


| exchange commission reports that indi- 
| viduals’ equity in insurance and pension 


reserves increased $1.4 billion during the 
second quarter, compared with $6.8 bil- 
lion for all 1948. These additions, as 
in the first quarter, were somewhat 
lower than in the last several years, as 


——— 
a result of smaller additions to govern. 
ment insurance funds, largely social se- 
curity funds. Individuals’ equity in pri. 
vate life insurance increased $900 million, 
about the same as in earlier quarters, but 
government insurance funds increased 
only about $500 million. The increase in 
government insurance funds in the cor. 
responding quarter of last year amounted 
to about $900 million. 


N.A.ILC. Zones 2 and 3 to 
Meet at Louisville 





officials 


State insurance _ from 16 
states will gather at Louisville Oct, 
25-28, for the meeting of zones 2 and 


3 of National Assn. of Insurance Com- 


missioners. Spalding Southall, Kentucky 
director, will be host. Approximately 
150, including guests, are expected to 
attend. 


The first two days of the meeting 


will be devoted to discussions of cas- 
ualty rates and other technical prob- 
lems by actuaries and rate men. The 


general meetings of the commissioners, 
themselves, separately and then jointly 
by both zones will take place the fol- 
lowing two days. 





Plan Austin Trust Council 


At a meeting sponsored by Austin, 
(Tex.) Assn. of Life Underwriters, 
Clarence E. Sample, vice-president and 
trust officer of Mercantile National 
Bank of Dallas, traced the developments 
which have brought to bankers who 
handle estates, attorneys, life salesmen, 
insurance managers and real estate man- 
agers a realization that each group has 
a distinct service to render the client. 
He spoke of the need for cooperation of 
the lawyer and accountant in estate mat- 
ters and the value of an estate council. 

He answered questions concerning 
trust councils in Texas in connection 
with plans for setting up a council at 
Austin. P. J. Rutledge, Great National 
Life, will represent the life men. 


Indell Atlanta President 


New officers of Atlanta Life Insur- 
ance Managers Club are: President, 
Harry W. Indell, Metropolitan Life; 
vice-president, Louis T. Bates, New 
York Life; secretary, Henry C. John- 
son, Equitable Society. Hurd Crain, 
Penn Mutual, is retiring president. 





Wickstrand Seattle Speaker 


Herbert Wickstrand, president of 
Seattle Life Underwriters Aissn., ad- 
dressed the meeting Monday of Seattle 
Life Managers Assn. on “A Life Under- 
writer Looks at the Managers Club.” 





C.L.U. Speaker 








Dr. 
University, made the conferment address 
at the dinner of the American College and 
American Society of C.L.U. at Cincinnati. 
Left to right: Dr. S. S. Huebner, president 


M. O. mr] are of Butler 


American College, who introduced 
speaker; Dr. Ross, conferment speaker; 
Karl K. Krogue, Business Men’s Assurance, 
Spokane,- new' president of the American 
Society of C.L.U. 
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Group Retention 
N. Y. Hearing Set 


Proposed Ruling Affecting 
Life and Casualty Is Issued 
by Insurance Department 


The New York department has called 
a hearing for Sept. 28 to consider the 
adoption of a ruling relating to agree- 
ments with or statements given to a 
policyholder which involve guarantees of 
so-called “retentions” under group poli- 


cies. 
The proposed ruling states that the 
department finds that companies are 


frequently asked “Do you guarantee the 
retentions under your group insurance 
policies?” The term “retention,” in this 
connection, is understood to mean the 
excess of the annual gross premiums 
over the total of claims and dividends or 
retroactive premium adjustments for the 
policy year, expressed as a percentage 
of the gross premium or otherwise. The 
making of such a guaranty would con- 
travene the laws of New York. (Sections 
142(1), 204(2), 209, 211 and 221(9) in- 
surance law.) The draft ruling states: 
“Each company writing group insur- 
ance shall conform its operations to the 
statutory constructions stated below. 


Can’t Guarantee Dividends 


“Many companies writing group in- 
surance charge a fixed premium per unit 
of insurance benefit in force during the 
policy year subject to a possible reduc- 
tion in cost at the end of the policy 
year by payment of a dividend or the 
allowance of a retroactive rate adjust- 
ment based on experience pursuant to 
Section 204(2) or section 221(9) of the 
insurance law. Such dividends or retro- 
active rate adjustments cannot be guar- 
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VA Has a Crystal Ball 


A press release from the veterans 
administration listed various errors and 
ommissions which it said it had found 
in applications for the $2.8 billion Na- 
tional Service life dividend. 

The most commonly found error, 
according to the release, was failure 
to include service serial numbers. Also, 
many veterans neglected to sign their 
applications, it said. 

The story listing these errors found 
in received applications was for release 


Aug. 29, although applications were 
not made available to veterans until 
Aug. 29. 


Group Pensions 


The pension trust department of one 
life company is optimistic. It has had to 
adjust very few plans, and chiefly be- 
cause it makes a very close selection of 
business. Among the standards of meas- 
urement is solidity of the insured com- 
pany, its profits history, and the char- 
acter of management. Group pensions 
will continue to be written. They are 
a necessity in today’s economy. A busi- 
ness has to have one to get its share of 
good employes available for its type of 
operation. 


Optional Settlements 


The wording of the optional settle- 
ment portion of the life policy is seldom 
changed. However, one way in which 
the phraseology differs from the older 
ones is that the option can’t be used 
to pay the proceeds to a company, 
fiduciary, etc. The life company ob- 
jects to paying the proceeds to a bank 
trustee that might allow it to operate 
tor a while and then if a more favorable 
mvestment turns up, cash it in. 

There is always a problem of whether 
to fix the optional settlement so specif- 
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anteed in advance. Hence any “reten- 
tion” letter or other statement given to 
a policyholder or prospect illustrating or 
describing the operation of dividend or 
experience rating plans must clearly 
state that it is not a guaranty and that 
the dividend or experience rating plan 
is fully subject to change by the insur- 
ance company. 

“On the other hand, certain compa- 
nies writing group A. & charge # 
tentative premium based on volume of 
coverage during the policy year and 
provide in their policies that the actual 
premium for the policy year will be 
determined retrospectively at the end of 
the policy year in accordance with a 
formula based on losses, the size of risk 
or other factors. The department con- 
strues that such a practice is not a retro- 
active rate adjustment plan authorized 
by section 221(9) but is a method of 
premium determination subject to the 
statutory requirements for premium 
rates. Such retrospective rating formula, 
with the specific factors used therein, 
must be filed with the department and | 
such formula with its factors must meet 
the prescribed requirments that the 
policy shall be self-supporting; that the 
benefits provided therein shall not be | 
unreasonable in relation to the premium | 
charged; and that there shall be no| 
unfair discrimination or misrepresenta- 
tion. (Sections 221(6), 154(1), 209(2), 
and 211(1).) In addition, such formula 
and applicable factors must be set forth 
on the policy. (Section 142(1).) If any 
group policy using the basis described | 
in this paragraph for determining pre- | 
miums also provides for dividends, | 
statements with respect to such divi- 
dends are subject to the requirements of 
the preceding paragraph. 


“Attention 


that, in addition to the requirement that | 
dividends must be distributed equitably, | 
retroactive rate adjustments pursuant to 
must 


Section 204(2) or Section 221(9) 
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ically the policy will do exactly what | 


insured wants it to do, or to leave it | 


as flexible as possible. The trend is 
away from inflexible, fixed prearrange- | 
ments in which a man tries to guess fu- 
ture contingencies—and then must make | 
frequent changes. Men today are less 
inclined to assume that the woman is a 
dummy and that they have to figure 
it all out in advance. 


Farmers Well Off 
study | 


An American Bankers Assn. 

shows cash savings, bank deposits and | 
U. S. savings bonds held by farmers | 
at record high. Cash reserves are being | 
increased consistently and are estimated 
to be sufficient to retire all farm debt. 
The farmer readjusted war to peace 
with little disturbance. His borrowings 
are not greatly increased and he has 
spent millions for improvements, soil 
conservations, and purchase of new 
equipment since the end of the war. 





Takes N. Y. Post 








Philip F. Hodes is 
the new general 
agent of the down- 
town New York 
agency of National 
Life of Vermont, suc- 
ceeding Edgar T. 
Wells. The agency 
will continue to be 
known as the Edgar 
T. Wells Agency, 
Philip F. Hodes, gen- 


eral agent. ; . 





not involve unfair discrimination among 
policyholders.” 

This matter of group retentions has 
revealed a cleavage between the life and 
casualty companies and there have been 
differences within the New York de- 
partment as between the life and cas- 
ualty divisions. 


Fox River Club Meets 
APPLETON, WIS.—Fox River Val- 
ley Insurance Club held a dinner here, 
followed by four divided group sessions 
at the home office of Aid Assn. for 
Lutherans. Phillip Snelling, Wisconsin 
National Life, was in charge of the 
business meeting as president of the 


officials of A.A.L. and their subjects 
were: William H. Zuehlke, Jr., assistant 
treasurer, Private Placements of Insur- 
ance Company Investments; Oscar G. 
Schirm, manager new business depart- 
ment, Lay Underwriting; Herbert G. 
Benz, agency director, Conducting Re- 
gional Sales Conferences, W. C. Stach, 
manager of premium accounts, and Rob- 
ert Rahn, manager office services de- 
partment, explained various office pro- 
cedures in handling premium accounts 
and the use of photocopy and microfilm 
processes. 


Maurey Leads Mutual 


R. T. Maurey, Erie, Pa., led Mutual 


is also called to the fact | 








Life in August. A. W. Jackson, Buffalo, 
was runner-up. Henry Burich, Minne- 
apolis, led in paid applications. 


club. The next meeting will be at 
Neenah with Equitable Reserve as host. 
Speakers at the divided sessions, all 
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LM CLAIMS 


“Biggest’..."best'’... “smallest”... “least”... 
superlatives and qualifying words may distort 
the over-all viewpoint... throwing the composite 
picture out of focus. 


IAM > A 


Complete appraisal of any life insurance 
institution requires the evaluation of many factors. 
The company’s history, objectives, financial 
position, policy provisions... these and other 
basic points must be considered. 

An analysis of Fidelity will indicate a 
well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 











10 


HeNATIONAL UNDERWRITER 


September 23, 1949 








EDITORIAL 


COMMENT 





Redistribution of Work 


When C. I. D. Moore was vice-presi- 
dent of Pacific Mutual Life he wrote a 
column that was widely followed and 
that contained many messages of lasting 
validity. He brought out at one time a 
point that has particular significance at 
this time when he suggested that what 
was needed was a redistribution of work. 
He was referring to the doctrine of re- 


distribution of wealth. Everyone who 
wants to work and has a heart for it 
should find a job, he said. He should 
have ample opportunity to earn his liv- 
ing. 

As Mr. Moore pointed out, “the trou- 
ble is that everybody wants the wealth 
but only a minority of us really want to 
work.” 


Mr. Zalinski Takes Over 


Edmund L. G. Zalinski, the new ex- 
ecutive vice-president of the National 
Assn. of Life Underwriters, is stepping 
into one of the most important jobs in 
the life insurance business. We have 
full confidence that he excellently 
qualified for the post and we wish him 
all possible good luck in it. 

Ed Zalinski is young enough to have 
an extensive “life expectancy” in this 
new role and dynamic enough so that he 
can be expected to accomplish plenty 
during his tenure. He has proved both 
his energy and his organizing ability as 
managing director of the Life Under- 
writer Training Council. This activity 
has also brought him into contact with 
life insurance men all over the country. 
His selection by the trustees was doubt- 
less due in large measure to the fact 
that so many of them knew at first hand 
the sort of work he was doing. Ps 

We hope that Richard E. Imig will 
decide to accept the field contact posi- 
tion on the headquarters staff that he 
has been offered. 

As an agent of long experience, Dick 
Imig is eminently qualified for such an 
undertaking and could do a job for 
N.A.L.U. that has not been done before 
and that needs doing. 

Unfortunately, a certain amount of 
misunderstanding has got around in 
N.A.L.U. ranks as to the selection of 
a man for the executive vice-president 
post. It was definitely stated in the an- 
nouncement of Mr. Imig’s appointment 
earlier this year that he had been named 
“acting executive vice-president” to 
serve until October. Nevertheless, it 
was perhaps inescapable that N.A.L.U. 
members should assume that if Mr. Imig 
proved capable at the job he would be- 
come the permanent executive vice- 
president. It was also probably inevit- 
able that when Mr. Imig was not picked 
some would take it to mean either that 
he had been “let down” by the trustees 
or that he had not proven capable in the 
post during the time he held it. 

Actually, the facts do not 


is 


warrant 


either of these two assumptions, natural 
though they were. Mr. Imig, filling in 
on temporary basis until the powers 
that be could make up their minds on a 
permanent successor to James E, Ruth- 
erford, performed an extremely valuable 
service to N.A.L.U. by giving it addi- 
tional time to ponder this highly impor- 
tant matter. It would have clarified 
things, of course, if the announcement 
could have stated that when this tempo- 
rary tour of duty was over Mr. Imig 
would return to Sheboygan and resume 
his work as an agent, at which he has 
long been highly successful. However, 
Mr. Imig was in the running as one of 
the two dozen or so candidates for the 
permanent post and such an announce- 
ment would have been inaccurate besides 
being unfair to Mr. Imig’s chances. 

There was no intention that Mr. Imig 
should have the inside track just by 
reason of being the temporary incum- 
bent. 

Even the idea that a man just by hold- 
ing the position for a few months inevit- 
ably has a certain advantage by being 
able to demonstrate his abilities right 
on the job can hardly be considered 
significant in Mr. Imig’s case. Of course 
gross incompetence would show up in a 
couple of months or sooner but there 
was no question of that sort of thing 
with any of the candidates that were 
seriously considered. 

As for demonstrating positive quali- 
fications in a post of such scope and 
importance as executive vice-president 
of N.A.L.U., three months on the job 
is not much more of a test than three 
minutes would be. What there was time 
to do in the limited period he was on 
the job we have reason to believe Mr. 
Imig did in fine shape. One thing was 
to get the headquarters staff working 
with him as a team in gratifying fashion. 
He has been very popular with his co- 
workers. 

But it looks as if the trustees were 
not eyeing Mr. Imig’s performance at 
headquarters particularly as a test of his 


abilities and even if they had been they 
would, in fairness to the other candi- 
dates, have had to discount it by figuring 
that perhaps the other candidates under 
consideration could have done equally 
well if given the same chance to prove 
themselves. 

In view of all these considerations, it 
seems clear that despite the natural dis- 
appointment of Mr. Imig’s many friends 
and admirers in N.A.L.U., there is no 
reason to feel that he has been rebuffed 
or low-rated in any way, any more than 
is true of the two dozen or so other can- 


didates who were in the running. There 
was, after all, only one job to fill and 
only one man could get it. The final 
choice was no doubt made, as it should 
have been, through the process of free 
choice, with no one regarded as having 
a head start. 

The fact that the trustees wanted Mr. 
Imig to take the field contact post was 
an indication not only of appreciation for 
a job well done but of a real wish to 
continue him at headquarters in a role 
which needs filling and which he is so 
well suited to fill. 








PERSONAL SIDE OF THE BUSINESS — 





E. S. Ashbrook, president-treasurer of 
North American Life of Chicago, is ap- 
proaching an anniversary of unusual pro- 
portions. It was Sept. 25, 1943 that he 
missed attending the last home game 
of the Chicago Cubs. That is, for six 
years he has watched every home game 
of this team. Like all rabid Cub fans, he 
states that he is living on hopes for the 
future. He expresses the belief that a 
great deal of constructive work has been 
accomplished during the past 90 days 
with the Cubs and that the 1950 picture 
will be much brighter. 

Mr. Ashbrook started attending these 
games back in the depression days when 
a multitude of problems was pressing 
down upon him and in this way he was 
able to concentrate for a couple of 
hours each day on something besides the 
life insurance business. He found that 
this had great therapeutic value and at 
the same time his appetite for baseball 
and the Cubs was whetted to the extent 
that he continued his religious follow- 
ing of the games when the economic 
skies cleared and everything again was 
running smoothly with North American. 


Miss Louise V. Javelet of Sacramento 
is the first woman student to attend the 
Aetna Life home office training course 
since it was established more than a 
decade ago. Miss Javelet started selling 
life insurance in Sacramento in 1941 and 
became an Aetna Life representative 
there in 1948. She has qualified twice for 
Corps of Regionnaires, and also in 1948 
and 1949, she made the Women’s Quar- 
ter Million Dollar Round Table. 


Kristen Kristensen, Equitable Society, 
Yonkers, president New York State Life 
Underwriters Assn., has been nominated 
for mayor of Yonkers. He was the un- 
contested candidate in the republican 
primary and his election seems assured, 
since Yonkers is normally Republican. 
The Republican executive . committee 
picked him by a 175 to 5 vote. A native 
of Denmark, he worked his way through 
Wesleyan University. For more than 20 
years has conducted citizenship classes 
in Westchester county. 


Francis §. Van Derbur of Guarantee 
Reserve Life, Denver, has been elected 
international president of Kappa Sigma 
fraternity. 

Charles E. Becker, president of Frank- 
lin Life, is touring the company’s Cali- 
fornia agencies. Accompanying Mr. 
Becker is George A. Landis, California 
state manager who had. been in Spring- 


field for the unveiling of the Benjamin 
Franklin statute. Mr. Becker’s itinerary 
includes sales congresses at Los Angeles, 
Pasadena, San Diego, Santa Ana, San 
Francisco and Sacramento. Franklin 
began an expansion program in Cali- 
fornia three years ago and under Mr. 
Landis has_ established outstanding 
agencies throughout the state. Last year 
California held second place among all 
states in net paid production. 


Karl Tufel, who was with the Pension 
Planning Co. in New York City for 
some years, and who was for a time 
acting secretary of the American Pen- 
sion Conference, is now working out 
of the offices of American National of 
Galveston at San Angelo, Tex. Last 
spring Mr. Tufel left New York City 
for Florida and was there for several 
months prior to this move. 


B. T. Matteson, San Antonio general 
agent of State Mutual Life, has been 
appointed chairman of the people’s 
charter committee, which is in charge 
of the campaign for a new charter to 
provide for a city manager form of 
government, 

Philip K. Robinson, vice-president of 
Northwestern Mutual Life, has been 
reelected chairman of the Milwaukee 
County Red Cross Chapter. 

Earl D. Dickerson, vice-president and 
general counsel Supreme Liberty Life, 
Chicago, has been among 80-odd leaders 
in various lines of activity participating 
in an eight-day “orientation conference” 
in military affairs, under auspices of the 
Department of National Defense, be- 
ginning at Washington this week. 
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Dallas J. Sidwell, 69, for many years 
general agent for Oregon of Provident 
Mutual Life, died at Portland of a 
heart attack. He was a native of Ohio 
and went to Oregon in 1913 as general 
agent, retaining that post until he re- 
signed in 1930. 

Thomas P. Morgan, Jr., who died 
from a heart attack at Washington, 
started with Mutual Life as a clerk in 
1903 and became Philadelphia manager 
in 1921. He served as manager at 
Washington from 1923 until his retire- 
ment in 1946. He remained with the 
company as an agent until his death. 
He had been chairman for the Presi- 
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dent’s Cup Regatta, boxing commis- 
sioner for District of Columbia and 
committee member of the Cherry Blos- 
som Festivals and President’s Birthday 
Ball celebrations. 

During President Truman’s inaugura- 
tion last January, Mr. Morgan was 
chairman of the transportation com- 
mittee of the inaugural group. 





Frederic Doremus, Guardian 
Life Veteran, Dies at 84 


Frederic S. Doremus, 84, who was in 
his 67th year with Guardian Life, died 


at his home at 
Greenwich, Conn. 
For the past 58 


vears he had head- 
ed one of the com- 
pany’s leading 
agencies in New 
York City and 
since 1940 had 
served as a direc- 


tor. ae 

Guardian’s first 
clerk was Cor- 
nelius Doremus, 


father of Frederic, 
and president from 
1898 until his deati F. Ss. 
in 1915, 

Frederic Doremus started with Equit- 
able Society in New York City and 
shortly thereafter joined the Guardian 
home office. In 1888 he became Mon- 
tana manager. He was brought back to 
New York in 1891 to head the home 
office agency. 

A charter member of the Guardian 
Life Leaders Club founded in 1918, Mr. 
Doremus served as president in 1928-29. 

When advancing years made retire- 
ment from active direction necessary, 
Mr. Doremus merged his organization 
with that of James Elton Bragg, form- 
ing the present Doremus-Bragg agency 
of Guardian. 





Doremus 





John G. Kidd, 70, prominent Cincin- 
nati bookdealer and a director of Ohio 
National Life, and Mrs. Kidd were 
killed in the S. S. Noronic disaster at 
Toronto. 

Charles W. Atchison, 69, a retired 
branch manager for Prudential at Chi- 
cago, died in Presbyterian hospital 
there. ; 

Gilbert DeYoung, who retired two 
years ago as assistant superintendent 
at Grand Rapids for Prudential, died at 
St. Petersburg, Fla. at the age of 70. 
He had been with Prudential 40 years. 
He had been president of Prudential 
Club at St. Petersburg for the past two 
years. 








Tooker Urges More 
Care in Evaluation 
of Supervisors 


As much attention should be paid to 
the selection, training and promotion of 
supervisory employes as is paid to selec- 
tion, training and promotion of actuarial 
Students and prospective underwriters, 
Sterling T. Tooker, secretary of the per- 
sonnel department of Travelers, told the 
annual L.O.M.A. conference at Swamps- 
cott. 

“From the supervisory staff,” Mr. 
Tooker said, “come many of manage- 
ment’s administrative and executive offi- 
cials, just as supervisors frequently 
come from the rank of company tech- 
Nicians. This very evident promotional 
Sequence prompts the L.O.M.A.’s per- 
sonnel administration committee to be- 
lieve that careful selection of super- 
visors at all levels, particularly in the 
lower levels of supervisory responsi- 
bility, is one of extreme importance. 
“While all of us may have concepts 
of the qualifications of the supervisor, 
it has been our experience that these 
specifications are occasionally compro- 
mised in favor of familiarity with the 
Job to be supervised, seniority, and the 
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Million Dollar Roud Table Holds Annual Rally at Cincinnati 





Left: Snapped at the reception and dinner given by Mutual Benefit Life at the Million Dollar Round Table meeting in Cin- 
cincinnati left to right, Karl K. Krogue, Business Men’s Assurance, Spokane, new president. of the American Society of C.L.U.; 
R. J. Katz, Massachusetts Mutual, Rochester, N. Y.; H. Bruce Palmer, agency vice-president of Mutual Benefit Life; H. L. Zahn, 
Northwestern National, Missoula, Mont. At right, at the M.D.R. T. breakfast: President John S. Thompson of Mutual Bene- 
fit Life, Charles H. Percy, president of Bell & Howell Co., Chicago, the principal speaker, and Paul W. Cook, Mutual Bene- 


fit Life, Chicago, M. D. R. T. chairman. 


plores baseless criticism by people who 
don’t know the facts. Most businesses 
difficulty in passing over an individual 
immediately available. If you agree that 
sometimes the selection of supervisors 
is on this basis, and that executive and 
administrative abilities are at times ne- 
glected in selection, then perhaps you 
will also agree that management may be 
perpetuating an injustice on itself since 
effective production and execution of 
management policies requires high level 
abilities in present day supervision.” 
In the personnel committee’s work, 
Mr. Tooker indicated there has been dif- 
ficulty in defining what constitutes su- 
pervisory work. To help solve this 
difficulty, and to provide a pattern for 
the committee’s own guidance, the com- 
mittee has now developed a description 
of five general levels of supervision 
which may exist in insurance companies. 
He commented that the lowest level 
of supervision defined by the L.O.M.A. 
committee does not measure up to the 
intent and meaning of the word “super- 
visor’ as described in the labor man- 
agement relations act. Mr. Tooker main- 
tained, however, that this level is prob- 
ably the most important in the selective 
process. This is the point at which a 
company makes its first promotion 
which may ultimately lead to manage- 
ment responsibility. When an employe 
is responsible for two or more em- 
ployes, with no assistants; when he has 
direct responsibility for expediting work 
of the unit plus performing more diffi- 
cult aspects of the work; and when he 
has authority for work, such as assign- 


ing, checking and training as delegated, 
and when he is classed as a leader or 
senior clerk, he is a supervisor in the 
eyes of L.O.M.A. 

“At least tentatively,” Mr. Tooker 
reported, “your committee has con- 
value to management and to the indi- 
vidual being rated.” 


Foster Cites Danger 
In Uninformed 
Business Criticism 


Business people who indulge in ir- 
responsible criticism of other people’s 
businesses are un- 
consciously acting 
as a “fifth column” 
for the enemies of 
private enterprise, 
R. Leighton Foster 
told the annual 
meeting of the In- 
ternational Claim 
Association at Bol- 
ton Landing, N. Y. 

Mr. Foster, who 
is general counsel 
of Canadian Life 
Insurance Officers 
Assn., explained 
that he believes in 
freedom of speech and frank criticism 
of everything and everybody, but de- 





R. L. Foster 


are today so big and complex that few 
people have much factual information 
about any business with which they are 
not associated, he warned. 

He urged his audience to choose the 
time and place for constructive criticism, 
and said, “By all means let us have lots 
of healthy competition and lots of criti- 
cism, but let us recognize the common 
enemy who will not cease his efforts 
until he has destroyed everything we 
stand for and believe in; let us not in- 
dulge in idle criticism of the other fel- 
low’s business unless we know as much 
about it as we hope he will know about 
our business before he undertakes to 
criticise it. Let’s stop saying on so 
many occasions ‘There ought to be a 

” 


Foster urged insurance men to 
know the facts about their business and 
to broadcast them. “If you don’t know 
the facts about the other fellow’s busi- 
ness, don’t criticise it, particularly in 
the company of those who assume that 
you do not express strong opinions un- 
less you know what you are talking 
about,” he commented. 


Agents’ Cases Written Up 


Manufacturers Life recently queried 
readers of its house organ to see what 
they wanted to read. High on the list 
of requests was a series of case histories 
of successful agents, and to meet the 
demand a number of well-established 
agents were visited in their home terri- 
tories. The first of the series of articles 
appears in the September issue. 
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Unusual opportunities for success 
_ én Life Insurance selling 
b& are offered by The Maccabees. 


A PROBLEM FOR EXPERTS 


NEXPERIENCED hands cannot repair a delicate 
I timepiece. This is a job for an expert. 

The financial welfare of widows and orphans 
should be entrusted only to experts in estate creation 
and conservation. Life Insurance is the safest 


and most dependable repairer of broken homes. 
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LIFE AGENCY CHANGES 





Thomas Appointed 
Northwestern G. A. 
at Stockton, Cal. 


Falconer Thomas has been appointed 
general agent at Stockton, Cal. by 
Northwestern Mutual Life. He will suc- 
ceed Donald M. Behling, who has re- 


signed because of ill health. 
General agent at Stockton since 1944, 


Mr. Northwestern Mu- 


Behling joined 





D. M. Behling Falconer Thomas 
tual in 1921 at Columbus. Before being 
appointed general agent at Stockton, he 
was supervisor at Los Angeles. He will 
devote some of his time to personal pro- 
duction. 

Mr. Thomas was with Phoenix Mu- 
tual before joining Northwestern in 
1943 at Minneapolis. 

After attending Rensselaer Polytech- 
nic Institute, he entered life insurance in 
1926 at New York City. Subsequently 
he was a home office supervisor and 
manager of branch offices in Chicago 
and Minneapolis. He also spent a year 
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as field supervisor in California. He is 
a past president of Minneapolis Assn. 
of Life Underwriters and Life Man- 
agers & General Agents Assn. there. 





Sun, Canada, Names Heads 
at Nashville, Pittsburgh 


Sun Life of Canada has retired two 
managers under pension plan. W. W. 
3arry, manager at Pittsburgh for 13 
years, was succeeded by J. D. Kelleher, 
while B. B. Horner, manager at Nash- 
ville since 1929, was succeeded by his 
son B. B. Horner, Jr. 

Mr. Barry has been with Sun Life 
for 37 years. He joined the company 4n 
Winnipeg, became instructor of agents 
at Calgary, manager at Halifax in 1926 
and manager at Pittsburgh in 1936. 

Mr. Horner joined Sun Life in 1928 
and became manager at Nashville the 
following year. His son went with the 
Sun Life in 1946 and was appointed 
associate manager earlier this year. 

Mr. Kelleher joined Sun Life in 1946 
in Philadelphia. The following year he 
was named district supervisor at Scran- 
ton and became associate manager in 
Pittsburgh four months ago. 





Rilett Joins Genbedeention 


Confederation Life, Toronto, has ap- 
pointed Paul F. Rilett manager at Co- 
lumbus, O. He formerly was manager 
for central Ohio of Bankers Life of 
lowa, with headquarters at Columbus. 


Wald Brokerage Head 


Edward L. Rosenbaum, general ageni 
at Brooklyn for Mutual Benefit Life, has 
appointed Theodore M. Wald as super- 
visor of brokerage. Mr. Wald started 
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in 1940 with John Hancock. He at- 
tended N. Y. U. He served in the army 
and then was in the lamp manufacturing 
business until joining the Rosenbaum 
agency last February. 





Deutsch Succeeds Johnson 
as Rochester General Agent 


Pictured here is J. Edward Deutsch, 
who succeeds Bruce S. Johnson retiring 
as National Life general agent at Roch- 





J. E. Deutsch B. S. Johnson 


ester, N. Y., as reported in the first 
N.A.L.U. convention daily of THE 
NATIONAL UNDERWRITER. 

Mr. Deutsch, formerly assistant super- 
intendent of agencies and director of 
training, joined National in 1946. In life 
insurance since 1934, Mr. Deutsch is a 
graduate of the L.I.A.M.A. school. He 
attended Allegheny College. 





Herrmann Goes Back Home 


John G. Herrmann, formerly assistant 
general agent in the Nashem agency in 


New York City 
for Mutual Benefit 
Life has become 


assistant general 
agent of the John 
H. Leaver agency 
in St. Louis. 

Mr. Herrmann 
joined the Mutual 
3enefit in 1946 
while still a stu- 
dent at Washing- 
ton University in 
St. Louis where he 
was graduated. 
Early in 1948 he 
moved to New 
York and in addition to his duties at 
the Nashem agency spent considerable 
time under the home office management 
training program. Up until the time 
he left the Nashem agency he was the 
leading producer for 1949. He served 
as a navy pilot. 





J. G. Herrmann 





Roker to American United 


American United Life has appointed 
or F. Roker as manager, at Tampa, 
‘la 


Mr. Roker entered life insurance in 
1930, as an agent of Gulf Life, later 


serving as manager at Tampa. In 1947, 
he joined Liberty Life as Tampa man- 
ager. He is president of the Tampa Life 
Managers’ Assn. 


Jansen Detroit Manager 

Wisconsin National Life has ap- 
pointed Richard G. Jansen district man- 
ager for Brown, Shawano, Door, Ke- 
waunee and Oconto counties in north- 
eastern Wisconsin. 





Joins Atlantic 


Jack L. Burke 
has been appointed 
general agent in 
Charleston, W. Va., 





by Atlantic 
Life. He is a na- 
tive of Ashe- 


ville, Ky. Mr. Burke 
was formerly assist- 
ant district man- 
ager in Charleston 
for the Common- 
wealth. 





Prudential Names Four 
Asst. District Managers 


Prudential has promoted Virgil \y. 
Cox to assistant manager of Denver 
district No. 3. Mr. Cox joined Pruden. 
tial as an agent in 1941 in Denver. He 
served with the air force. 

Raymond H. Walton is now assistant 
manager of Prudential in Los Angeles 
district No. 5. Mr. Walton joined Pry. 
dential in Los Angeles in 1946, 

Richard G. Johnson has been pro. 
moted to assistant manager in the Pry. 
dential San Diego district office. Mr, 
Johnson joined Prudential in San Diego 
in 1947 following navy service. 

Harold D. Hamm has been appointed 
assistant district manager in the Pry. 
dential No. 1 office at Portland, Ore. 
Mr. Hamm joined Prudential in Vallejo, 
Cal. in 1941. He is a naval veteran. 





Service Life in Ohio 


Service Life of Omaha has opened 
an office for Ohio at Cleveland to write 
life and A. & H. business. Alvin I, 
and Wilbur J. Horwitz are co-managers, 





Up Patterson at Atlanta 


Car] E. Patterson has been appointed 
assistant general agent at Atlanta by 
Penn Mutual Life. He has been unit 
manager in the agency there. 


Sokohl Succeeds Father 


Jack N. Sokohl, Jr., has succeeded 
his father as Philadelphia general agent 
for Midland Mutual Life. Mr. Sokohl 
is a veteran of the second war, a grad- 
uate of the University of North Caro- 
lina and a leading producer. His father 
will continue with the agency. 








Open Cheyenne Agency 

American Reserve Life of Omaha has 
opened an agency at Cheyenne, Wyo., 
headed by John F. LoSasso. A graduate 
of the University of Colorado, Mr. Lo- 
Sasso was an electrical engineer prior to 
entering life insurance. During the war 
he served in the navy. 


ACCIDENT 


Training Recruits in Field 
Obligation of Manager 


San Antonio Assn. of A. & H. Under- 
writers heard A. W. Cantwell, manager 
of the A. & H. department of American 
Hospital & Life, discuss the obliga- 
tions of the agency manager to the man 











whom he brings into the & Hz. 
insurance business. He took as_ his 
theme, “Successful Men, Why?” He 


said the success of the recruit depends 
primarily upon the general agent or 
manager. The man who brings @ re- 
cruit into the selling of A. & H. has 
a moral obligation to see that the re- 
cruit succeeds and is properly trained. 
He emphasized that training is more 
than having a man sit down in the 
office and study until he has mastered 
the theory of selling A. & H. He 
would insist on training in the field, and 
declared that the manager who is un- 
willing to go into the field and work 
with the salesman is lazy. 





Horan St. Louis Speaker 

Phil E. Horan, counsel for Mutual 
Benefit H. & <A., Omaha, spoke on 
“Delivering Claim Checks Your Great- 
est Asset” at a luncheon meeting of 
A. & H. Underwriters Assn of St. Louis 
Sept. 22. 


Underwriting Forum Nov. 9 


An underwriting forum will be held 
Nov. 9 at Edgewater Beach Hotel, Chi- 
cago, sponsored by the underwriting 
committee of H. & A. Underwriters 
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Conference. It will include round-table 
discussions of current underwriting 
problems and development in A. & H. 
insurance, in charge of D. B. Alport, 
Business Men’s Assurance, committee 
chairman. Unusual or outstanding un- 
derwriting cases submitted by confer- 
ence companies will be discussed at a 
clinic. 

ata ssisting Mr. Alport in arranging 
the agenda are J. M. Wickman, North 
American L. & C., Charles D. Scott, 
Great American Reserve, vice-chairmen 
of the committee. 








School Group Plan in Va. 


Virginia Federation of Parent-Teacher 
Assns. this year is sponsoring group 
accident policies for school children 
written through Pilot Life. The pre- 
mium will be 90 cents per year per child 
to be paid for by the parents through 
the schools on a voluntary basis. The 
policy provides medical, hospital and 
nurses fees for accident with a $500 
limit. There is a $50 limit on dental 
expense and a $1,000 accidental death 
benefit. 


Flint A. & H. Men Organize 


FLINT, MICH.—Assn. of A. & H. 
Underwriters has been organized with 
Martin M. Conaton as president. Vice- 
president is R. L. Jensen; secretary, 
Mrs. Helen Peterson; treasurer, A. L. 
Tucker. 

Wesley J. A. Jones, executive secre- 
tary of the International association, for- 
mally presented the Flint organization 
a charter. He reviewed pending legisla- 
tion affecting A. & H. insurance and 
said some congressional proposals for 
old age and disability payments could 
wipe out the present voluntary insur- 
ance system. 


Utah A. & H. Club Resumes 


SALT LAKE CITY—Utah A. & H. 
Club resumed its meetings Sept. 12. 
A. W. Conover, president of Commercial 
Travelers of Utah, spoke on “The Acci- 
dent & Health Field,” pointing out the 
many opportunities it offers to the agent 
“who is willing to get out and work.” 

Resolutions were adopted on the death 
of F. Edward Walker, a charter member 
of the organization, who was killed in an 
automobile accident July 22. 


Lambert Buffalo Speaker 


John B. Lambert, Mutual Benefit H. 
& A., Cleveland, addressed the first fall 
meeting of Buffalo A. & H. Underwrit- 
? Assn. on “Insurance The American 

ay.” 


Great-West A. & H. Revisions 


Great-West Life has revised its A. & 
H. policies along the lines adopted by 
most of the companies in that field, in- 
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cluding the replacement of accidental 
means with accidental bodily injury and 
liberalization of options or elections. 
Accident total disability benefits will 
now be paid for 104 weeks instead of 52 
for “his occupation,” continuing life in- 
demnity for ‘any occupation.” The age 
limit for A. & H. plans without income 
indemnity has been reduced to age 3. 





Hospital Service Plans Untaxed 


LINCOLN, NEB.—Attorney General 
Anderson has upheld validity of the law 
exempting hospital service corporations 
from taxation. He said there is persua- 
sive legal authority for holding that 
while in the nature of insurance com- 
panies they are actually benevolent and 
charitable corporations and may be so 
designated by the legislature. 

Although the Nebraska supreme court 
has never passed on the question, he 
points out that the Ohio courts have 
held that the purposes and the conduct 
of their business brings them clearly 
within not only the letter but the spirit 
of the act. 





Kansas Assn. of A. & H. Underwriters 
is resuming its monthly luncheon meet- 
ings Sept. 26 at Wichita. Committee 
appointments will be announced by Pres- 
ident E. L. Mack, Provident Life & 
Accident. 

A. & H. Managers of San Francisco 
heard a talk on socialized medicine by 
Dr. Everett Carlson. 


~ COMPANY MEN 


H. E. Evans, H. W. Culbreth 
Elected Farm Bureau V.-P.’s 


Election of Herbert E. Evans as vice- 
president for personnel, and Harry W. 
Culbreth as vice-president for public 
relations of the Farm Bureau insurers 
of Columbus is announced. 

They both joined the organization in 
1942. Prior to their promotions, Mr. 
Evans was director of personnel and 
Mr. Culbreth was director of policy- 
holder relations. 

James R. Moore, who has been direc- 
tor of publicity and advertising, was 
elected assistant to the president. 














Excelsior Life Elects 
Bruce Matthews President 


A. Bruce Matthews has been elected 
president of Excelsior Life, to succeed 
the late Albert Matthews. Dr. Bruce W. 
Vale has been named medical director 
to succeed the late Dr. W. E. Ferguson. 

Mr. Matthews joined the company in 

1946 as vice-president and _ treasurer. 
Prior to the last war, he was in the 
investment banking business in New 
York and Toronto. He attended the 
University of Geneva in Switzerland. 
He went on active army service as a 
major and rose to major-general com- 
manding a division in the European 
fighting. 
_Dr. Vale graduated from the Univer- 
sity of Toronto medical school in 1938 
and served in the army as a major. He 
went with Excelsior in 1946 as assist- 
ant medical referee. 

Oscar C. Hagemeier, Indianapolis at- 
torney, who is general counsel of Citi- 
zens National Life, has been elected a 
director. 





A. R. Klein, Chicago manager for 
home Life, has returned from a 12 day 
trip in western Colorado. The trip was 
en by the American Forestry 
Assn. 








State Mutual Life had a gain in ordi- 
nary paid business in August of 9.8%. 
Leading agency was Nothhelfer & Leck, 
Chicago. Leading agency for year to 
date is Gerald H. Young, New York. City. 
Total insurance in force, including group 
at Aug. 31 was $1,059,533,828. 


NEWS OF LIFE COMPANIES 





Mass. Mutual's 
Report Judged 
Best in Business 


Judges in the “Financial World” an- 
nual report survey selected Massachu- 
setts Mutual Life as having the hest 
1948 annual report of the life insurance 
companies. A bronze trophy will be 
presented to an officer of the company 
at the annual awards banquet in New 
York on Oct. 31. 

More than 4,500 corporation annual 
reports were submitted in this national 
survey and these were judged in one 
hundred industrial classifications tor 
best of industry awards. Reports of 
many life insurance companies were sub- 
mitted for review, 21 being considered 
meritorious. 

The Massachusetts Mutual report is 
mailed to 500,000 policyholders, to bank 
executives, officers of financial institu- 
tions, and newspaper financial editors. 

The jury was headed by Lewis Haney, 
professor of economics at New York 
University. He was assisted by Glenn 
Griswold, publisher of “Public Relations 
News”; Sylvia F. Porter, financial edi- 
tor of the New York Post; Elmer Wal- 
zer, United Press financial editor; Dr. 
B. Bernard Greidinger, C.P.A.; Paul 
Carlyle, typographer and Peter Helck, 
artist. 





Leads-Exchange Program Set Up 


The Pelican Club, employe organiza- 
tion of Mutual Benefit Life, has set up 
an exchange of leads program. The 
agent and agency submitting the most 
leads will receive prizes. Prizes will also 
be awarded to the leader in each depart- 
ment of the home office. The purpose 


of the program is not so much to stimu- 
late business as to increase the feeling 
of unity of purpose among all employes 
of Mutual Benefit. 


Postal Life Marks 
First Agency Year 


In honor of its first anniversary as 
an agency company, Postal Life of New 
York held a three day conference of 
general agents and representatives at 
Atlantic City. ; 

Roy A. Foan, director of agencies, 
chairman of the convention, reviewed 
the development of 10 general agencies. 
He stressed the part each general agent 
had played in bringing the volume of 
new business to a point that has not 
been reached by the company since 
1940. He stated that in addition to the 
portfolio of regular participating forms, 
Postal Life has added in the past year 
many unusual and highly competitive 
policies. 

Philip Ritter, advertising consultant, 
introduced and explained the new direct 
mail manual for agents. 

Arthur Milton, midtown general 
agent, who has helped the home office 
develop their new estate analysis sur- 
vey, demonstrated its use. 

One of the highlights of the meeting 
was the unveiling of the president’s 
trophy, plaques and club certificates 
which will be awarded at the year end. 

It was announced that the first con- 
vention of the Postal Life field men 
will be held in September, 1950. 

As a memento, each general agent 
was presented with a scrap book con- 
taining clippings from various insur- 
ance magazines and newspapers con- 
taining articles relating to his appoint- 
ment. 
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NEWS OF LIFE ASSOCIATIONS 





Insure Potential Estates, 
Loss of Business Brains 


Charles E. Gaines, vice-president and 
agency director of Great National Life, 
spoke to Austin (Tex.) Assn. of Life 
Underwriters on human life values. He 
said more life insurance salesmen have 
ideas that they do not know what to 
do with than there are men with ideas 
which they know how to use. There 
are two basic ideas in selling life in- 
surance. They are that life insurance 
is good property and that it is the one 
thing which measurably compensates 
for loss of human life values. If the 
salesman can grasp and carry these 
ideas to the public the sky is the limit 
of what he may achieve. 

He stressed the importance of man- 
agerial ability in considering life values 
and said the potential estate of a man 
is usually far more important than the 
property he owns. He pointed out the 
opportunity open to the life salesman 
who recognizes the importance of in- 
suring potential estates and insuring 
business organizations against the eco- 
nomic loss that would result from los3 
of managerial brains. 


Anderson Gets Orr Trophy 
of San Francisco Assn. 


Homer E. Anderson, New York Life, 
immediate past president of San Fran- 
cisco Life Underwriters Assn., was pre- 
sented the O. O. Orr achievement tro- 
phy in recognition of his efforts last 
year under the unusual circumstances 
caused by the sudden incapacitating ill- 
ness of Miss A. V. Bowyer, for more 
than 22 years executive secretary and 
principal motive power of the organiza- 
tion. 





The presentation was made by Clif- 
ford Henderson, manager of Prudential 
and successor to the late Mr. Orr, who 
established the award. The meeting was 
the first of the new year under William 
H. Hardy, manager of the home office 
agency of West Coast Life. 

Plans for future special events were 
announced. 

Charles Simmons, head of Simmons 
Institute of Human Relations, discussed 
that subject and its importance to the 
life agent. 

The association started publishing its 
own monthly house organ, called “The 
Producer.” It has four pages and is 
designed to keep members in closer 
touch with one another and the associa- 
tion’s activities. Editor is W. E. Jack- 
son Miles, assistant manager of Pru- 
dential. 





Field men of Metropolitan Life held 
a testimonial clambake for Donald F. 
McBride, newly elected president of 
Life Underwriters Assn. of Utica, N. Y. 


Detroit—Quan Lun Ching, special 
agent of Prudential Hawaiian Trust Co., 
Honolulu, spoke on “What Kind of Life 
Underwriter Are You?” Mr. Ching has 
been a million dollar producer in Hawaii 
since 1943. 

Fresno, Cal.—Frank W. Bland of San 
Francisco, vice-president of THE Na- 
TIONAL UNDERWRITER, is speaking Sept. 23. 

Baltimore—In a talk given by Wil- 
liam P. Lynch, second vice-president 
Prudential, the association was told that 
every agent must also be a public rela- 
tions man serving and educating the 
public. 

Toledo—The fall program _ started 
Thursday with a talk by Cornelius G. 
Scheid of New York Life at Cleveland 
on “Ideas That Sell Life Insurance.” 
H. P. Gravengaard, vice-president of 
THE NATIONAL UNDERWRITER is scheduled 
to speak Oct. 20 on business insurance; 
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A philosophy 


: that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 
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A. F. Fiorello, assistant district man- 
ager of Prudential at Detroit, Nov. 17, 
on “How to Prospect and Sell on a 
Debit” and Dec. 15, Glenn W. Isgrig, 
manager of Reliance Life at Cincinnati. 

Jackson, Mich.—Ralph Emerson, Kala- 
mazoo general agent of Northwestern 
Mutual Life, talked on “Essentials of 
Life Insurance Selling.” Earle Engle 
was presented an honory life member- 
ship by Charles C. Pickford, immediate 
past president, 

Minneapolis—Robert A. Judd, Phoenix 
Mutual, Madison, Wis., will speak Sept. 
23 on “Visual Presentations.” 

Columbus, 0.—At the first fall meeting 
Sept. 23, Charles E. Spencer, Penn Mu- 
tual, Toledo, president of the Ohio asso- 
ciation, will speak. 

Milwaukee—The annual field day and 
picnic will be held at Chenequa Golf & 
Country Club Sept. 29. V. V. Van Leuven, 
New York Life, is chairman. Luncheon 
meetings will be resumed in October. 

Jersey City—Hudson County Assn. 
held its first luncheon meeting Sept. 21. 
Louis A. Manza, field training instructor 
of Metropolitan Life spoke on “Selling 
in Today’s Market.” 


SALES MEETS 


Hold N. W. Mutual 
S. F. Rally Oct. 3-4 


Northwestern Mutual Life will hold 
its second all-western regional agents’ 
meeting at San Francisco Oct. 3-4 for 
general agencies in the northwest and 
southwest Pacific areas, formerly held 
separately. 

The 11 participating general agencies 
are those of R. J. Shipley, San Fran- 
cisco; Paul E. Demeter, Oakland; John 
R. Mage, Los Angeles; D. M. Behling, 
Stockton, Cal.; L. J. Evans, Portland, 
Ore.; J. F. Habegger, Seattle; Bert F. 
Boyd, Spokane; Howard Cundy, Albu- 
querque; H. F. Vinson, Phoenix; J. S. 
Kerns, Salt Lake City, and Ray M. 
Wagoner, Boise. 

Home office officials to attend will in- 
clude Grant L. Hill, vice-president and 
director of agencies; Laflin D. Jones and 
Roe Walker, assistant directors; Har- 
old Gardiner, educational director; 
Jerome Boyer, assistant superintendent 
of claims; William B. Minehan, assist- 
ant secretary. 

Also on the program from the Pa- 
cific area will be Anthony Laduca, 
Carlsbad, N. M., an outstanding pro- 
ducer; James V. Lawry, San Francisco; 
Paul Wallace, Seattle, and L. J. Evans, 
Portland. Guest speakers will include 
Val Brookes of Kent & Brookes, San 
Francisco tax attorney, and Clyde W. 
Port, director of sales training for Gen- 
eral Petroleum Corp., Los Angeles. 

Northwestern Mutual district agents 
of region VII will have a breakfast 
meeting with Hugo Ferber, Tacoma, 
regional director, as chairman. John G. 
Darling, San Diego, will speak on “Put- 
ting San Diego on the Map.” Mr. Hill 
and Mr. Walker will give brief talks. 

A luncheon and style show will be 
given for wives of agents and the agents 
and their wives will be entertained at 
a dinner-dance and floor show. 














West Coast Life Leaders 
Clubs Meet at Coronado 


With one of the largest group of quali- 
fiers on record, West Coast Life held its 
annual meeting of Leaders Clubs a: Cor- 
onado Hotel. The home office group 
was headed by Chairman Francis V. 
Keesling, who presided at the banquet. 
Harry J. Stewart, president, made 
awards to producers for their achieve- 
ments. 

V. J. Andreatta, president of the clubs, 
presided at the business sessions. Panels 
featured the discussion sessions. ‘The 
first on prospecting was conducted by 
C. R. Fuller, C. C. Morrell, Robert Woo, 
W. S. Layne, Jr., R. Pelouse and 
F. J. Mocabee. Building of good work- 
ing habits was the subject for another 
panel conducted by J. L. Petsinger, 


W. L. Hardy, Bruce Waugh, R. & 
Cecil, Mr. Layne and Mr. Pelouse. 

Life insurance problems of single peo. 
ple were discussed by N. H. Glenn, 
W. P. Brown, C. S. Colvin and E. J 
Mocabee and those of married people 
by C. Garrity, Mr. Pelouse, Mr 
Letsinger and Mr. Woo. i 

The life insurance problems of part. 
ners in business and in estate settle. 
ments were handled by a panel crew 
consisting of C. C. Morrell, F. w 
Cook and V. J. Andreatta. i 

The more than 130 attending were 
the guests of the company on a trip 
to Tiajuana and Agua Caliente, Mexico 
where they had dinner and watched 
exhibitions of jai alai. 


Holds Group Field Clinic 


CHATTANOOGA — Key members 
of the field organization of the Proyj. 
dent Life & Accident group division 
held a three-day meeting with company 
officials here. Workshop type discus. 
sions were held on how to service the 
more than 1,500 business and industrial 
group insurance contracts now held by 
Provident. 








——_—_—___, 


Ill. Bankers Stock Is Now 
Being Distributed 


The stock of Illinois Bankers Life 
is now being distributed to policy- 
holders under the court decree. The 
first distribution is to those that are 
now policyholders and who also had 
the insurance on Nov. 19, 1929. Those 
who are no longer policyholders but 
who were insured on the 1929 date will 
get their stock later. It is a slow process 
to get track of all of these. The policy- 
holders get one share of stock for each 
$500 of insurance they carried at Nov. 
19, 1929. The message of transmittal 
by President E. H. Henning urges 
the policyholders to hang on to their 
stock. 








App-a-Weekers Honored 


Members of the Russell L. Hoghe 
agency of Equitable Life of Iowa at Los 
Angeles at a luncheon honored Ray Mar- 
chand and Hugh Firby on passing 1,000 
and 300 weeks respectively in app-a- 
week production. Mr. Marchand was 
presented a ship’s clock and Mr. Firby 
a silver platter. 


Jordan Fetes Winners 


= 

The Earl Jordan agency of Massa- 
chusetts Life in Chicago is holding a 
four-day outing this week at Lakeside, 
Mich., for the eight men who qualified in 
the agency’s July 5-Sept. 16 contest. 
Qualification was based on points for 
written and paid applications and on 
volume, with a minimum of $60,000 paid- 
for. M. T. Paine was the leader. John 
O’Connor, group supervisor, is a guest. 





WANTED 
Claim Man 


with experience in accident, 
health and hospitalization, to 
assist claim manager of rapidly 
expanding, progressive company. 
Home office position with lim- 
ited travel. Excellent opportunity 
for advancement. Give present 
salary and full details of educa- 
tion and experience in first letter. 
Write, air mail, to C. A. 
Sammons, President, Reserve 
Life Insurance Company, Dallas, 
Texas. 
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The principal speakers at. the sales 
congress held by Franklin Life, in con- 
junction with the unveiling of the Ben- 
jamin Franklin statue at Springfield, 
Ill, were Frank M. See, general agent 
of New England Mutual Life, St. Louis; 
Herman Watson, general agent Frank- 
fin Life, Springfield; Earl M. Schwemm, 
manager, Great-West Life, Chicago, and 
F. J. Budinger, regional sales director, 
Franklin Life, Chicago. 


Golden Era for Life Agents 


Mr. See in his talk considered this the 
golden era for life agents since even 
those who had adequate life insurance 
estates 10 years ago need to add 100% 
to their holdings because of the doubled 
living costs and the increasing earning 
power. He pointed out that all of the 
conditions to which the tremendous 
growth of life insurance in the past 50 
vears was credited are present today in 
accelerated form. Some of these are 
the abundance and rapid circulation of 
money; government approval through 
war risk insurance; public appreciation; 





FOUR ANSWERS 
FOR THE AMBITIOUS: 


A QUALITY COMPANY...MIUTUAL...top 
rating...over halt century of senice... 
almost three hundred millions in force 
.over eight millions in surplus...a very 
low net cost...full level premium reserve, 
modern streamlined contracts, zero. to 
age 695... issuance of sub standard plans 


..moderm direct collection of premiums, 


A QUALITY COMPENSATION PLAN... 
extremely generous, yet strongly vested 


career lite underwriter Contract... auto- 





matic financing... liberal general agency 
contract...generous tor personal produc- 
tion...strongly vested... excellent tor 
securing and satistying the career lite 
underwriter...unique, different...pavs tor 
the quality underwriter...a liberal pension 


plan for both. 


A QUALITY TRAINING PLAN... home 
oftice schools for career men...contin- 
uous group training development of the 
general agent...using the best in selec- 


tion and training techniques. 


A QUALITY TERRITORY...friendly mid- 
western home office...ideal size of 
company...quality territory available for 


expansion. 


E=SOCIETY= 
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Speakers at Franklin Life 
Meet See Prosperous Times 


better selection and training of sales 
forces; institutional advertising; and ex- 
panding industry. 

Though some “pessimists” have de- 
clared that sales will soon decline be- 
cause consumer goods are reaching the 
market in great quantities, Mr. See 
thinks not since insurance has always 
sold best in a moving market. He cited 
1929 as the peak year for the sale of 
automobiles, radios and_ refrigerators, 
and yet that same year more life insur- 
ance was sold than in any other year 
before 1946. 

“Time is still our capital, and must 
not be wasted,’ Mr. See declared. “It 
will pay us to concentrate where the 
hunting is best. Perhaps the distribu- 
tion industry, whether wholesaler, job- 


ber, manufacturer’s agent, or retail 
store. Here profits are at an all-time 
high. The construction industry can 


not possibly catch up for years, and this 
includes all suppliers of paint, lumber, 
sash, and doors, plumbing equipment, 
builders’ hardware, heating devices, re- 
frigeration, insulation, etc. 

To be successful as a life agent, Mr. 
See recommended that a person want 
to enough and have a burning zeal for 
the product growing out of the convic- 
tion that it does not cost money but of- 
fers the best possible terms for meeting 
the inescapable problems of life. In ad- 
dition it is necessary to eternally pros- 
pect, not only for names, but for life 
situations which can be solved. And 
important is practice until sufficient sell- 
ing skill is possessed to be able to ap- 
pear to advantage during an interview. 


Mr. Watson’s Topic 

“How I Averaged More Than a Sale 
Daily in the Last Five Years” was the 
title of Mr. Watson’s talk. He said that 
people are individuals who work and 
think in devious ways and, conse- 
quently, many times an agent is suc- 
cessful though he employs unorthodox 
methods. 

There is a need for specializing in 
contracts, believes Mr. Watson, but 
there is a further need. An agent should 
also specialize in types of people, such 
as doctors, farmers, etc. 

The importance of time was also 
stressed by Mr. Watson and he sug- 
gested that an agent so arrange his busi- 
ness day as to exclude menial house- 
hold tasks since they cost him money. 

“Have an insurance heart,” Mr. Wat- 
son urged. “A good agent educates 
children and takes care of old men and 
Widows. A good agent achieves im- 
mortality; what he does lives after him.” 

In making a demonstration, he ad- 
vised, show the prospect something and 
make it attractive. Be confident, brief, 
and direct, and above all keep it simple. 
Talk to the prospect and not the port- 
folio, present the program with enthusi- 
asm. Create confidence. And when 
making delivery of a contract, treat it 
with respect. 

Mr. Schwemm in his talk stated that 
knowledge of “outside influences” is 
important in today’s market. It is not 
so much the agent’s capacity for knowl- 
edge about life insurance that helps 
make the most sales, but the capacity 
to interpret and anticipate ‘outside in- 
fluences” and use these outside’ influ- 
ences as the basis for insurance sales. 
He explained that life insurance pro- 
duction follows a nation’s social and 
economic trends and conditions and its 
population statistics. He then pointed 
out that as long as sales are turned to 
present-day outside influences they will 
be satisfactory. 

"You should have a hobby in your 
business,” said Mr. Schwemm. ‘“Hav- 
ing a hobby is akin to being a special- 
ist, but the motivation is different. Juve- 
nile insurance is my hobby.” Then he 
went on to explain how the present-day 
outside influences very much favor juve- 
nile insurance. 

Because of the improvement in mor- 


tality and the rising birth rate there is 
a greater potential market for this in- 
surance. Parents have a greater invest- 
ment in children today due to a longer 
dependency period before the child be- 
comes self-supporting. They need pro- 
tection for such an investment. 

An outside influence in juvenile insur- 
ance, Mr. Schwemm added, is the new 
tax law marital deduction. On gifts to 
the wife, the value of this from income 
and estate tax has been diluted. But 
on gifts to children the annual gift ex- 
clusive of tax can now be doubled, 
thereby helping to sell a large amount 
of juvenile insurance. 

Mr. Schwemm believes that most par- 
ents do not intend to leave their wealth 
to their children but they do want to 
give them a good education and provide 
them with as much security as possible. 
Life insurance is the best method of do- 
ing this, he added. 

Mr. Budinger’s talk consisted of ex- 
planations of various Franklin policies. 
He suggested sales presentations for 
each and showed in what instances they 
were most beneficial. 





New Secretary 
of N.A.L.U. Has 
Dynamic Record 


Charles E. Cleeton, newly elected sec- 
retary of the National Assn. of Life Un- 
derwriters, has a long record of dynamic 
leadership in the California and Los 
Angeles associations. He is also a force- 
ful public speaker and has appeared at 
many sales congresses. He has served 
the Los Angeles association for almost 
25 years. The organization more than 
doubled in size during his presidential 
year. 

In state association work he was one 
of the first to advocate and sponsor a 
written examination as a requirement for 
state license and helped to put such a 


statute through the legislature. He 
helped to plan and create the first Cali- 
fornia legislative banquet to entertain 
and become better acquainted with Cali- 
fornia’s legislators. He spearheaded the 
membership drive that raised the Cali- 
fornia association to fourth largest state 
association. He assisted the presidents 
of N.A.L.U. for six years in conducting 
the state conference programs in Cali- 
fornia, and in several of those years as- 
sisted in other western states as well. 
This year he conducted the new leader- 
ship training classes for all of Califor- 
nia’s 19 associations. 

Mr. Cleeton has been a trustee of the 
National association for the last three 
years. He twice acted as chairman of 
the membership committee and on two 
other occasions was a member of that 
committee. He is credited with being 
a large factor in the impressive member- 
ship gains of N.A.L.U. in the past few 
years. He also served as chairman of 
the extension committee. Before being 
elected to the board, he served on the 
nominating committee in 1944. 

Mr. Cleeton is a C.L.U. and has been 
a life member of the Million Dollar 
Round Table since 1933. Although gen- 
eral agent of one of Occidental Life’s 
largest agencies, having built the agen- 
cy from scratch, he still produces a large 
volume of personal business each year. 





Review Reinsurance Plan 


A number of commissioners in states 
in which Alliance Life of Chicago had 
been operating, held a conference at 
Lansing, Mich., to discuss the purchase 
of Alliance Life and its reinsurance by 
Republic National Life of Dallas. Vari- 
ous aspects of the plan were reviewed, 
including the plan for financing the re- 
insurance under which a separate cor- 
poration negotiated a loan of about $2 
million with Texas banks which is guar- 
anteed by Republic National up to a 
certain percentage of its premium in- 
come. 





THE NORTHERN LIFE INSURANCE COMPANY 





Savings 
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Provides its Underwriters — 


@ Generous First-year Commissions 

Full Renewals to the I5th Year 

Group Life-Accident-Health Protection 
A Life Income Pension Plan 

@ Prize-winning Sales Helps 


A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 


Managerial Openings in Newly-opered Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or H. C. Vollmann, 4434 North Dover Street, Chicago 
40, Illinois. 


NORTHERN LIFE 
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D. M. MORGAN, President 
Home Office: Northern Life Tower 


Issued together at a substantial saving, 


Established 1906 


Seattle, Washington 
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Sales Ideas and Suggestions 


Must Believe in 
Self, Business to 
Be M.D.R.T. Member 


The difference between a $1 million 
writer of life insurance and a $100,000 
producer is his fundamental belief both 
in himself and his business, E. Benja- 
min Redfield, Jr., Northwestern Mutual 
Life, Boston, told the Million Dollar 
Round Table at its Cincinnati meeting. 

“The sale of personal or any insur- 
ance,” Mr. Redfield said, “starts with 
the agent himself. His year after year 
results will be governed in large part by 
the amount of intelligent effort, direc- 
tion, and skill he puts into his daily 
work; his over-all spark and drive will 
evidence themselves in his philosophy. 

“Because I am so certain that the life 
insurance I own is the very best and 
only answer to my own situation, for 
fulfillment of my own desires, it makes 
me a better, more positive and convinc- 
ing agent to the people I would like as 
clients. Nothing I have seen has con- 
vinced me that I should do differently, 
and what I have done for myself I can 
and have done for others. 

“Our business is over 100 years old, 
and except for the introduction of a few 
policy names and the changing of mor- 
tality tables, the fundamental concept 
of the business in its application to 
human life values is exactly the same. 
Life insurance is today what it always 
has been—a main street institution. 

“But what has changed is the eco- 
nomic times we live under,” Mr. Redfield 
said. “There is today a market far in ex- 


All Knowledge Not 
Necessary to Sell 
Business Insurance 


Expert knowledge is not necessary 
for an agent to sell business insurance, 
Matthew J. Lauer, 
general agent at 
New York City for 
Continental Ameri- 
can Life, said in 
opening the final 
session of the Mil- 
lion Dollar Round 
Table meeting at 
Cincinnati. 

“Too often, an 
underwiter is 
frightened out of 
the lucrative field 
of business life in- 
surance by having 
Matthew the erroneous feel- 
ing that without expert knowledge, he 
cannot and should not attempt to sell it. 
[ contend that a good working knowl- 
edge of the major problems besetting 
business men when death occurs, and the 
solutions of these problems, are the most 





Lauer 


J. 








cess of what the founders of life insur- 
ance ever dreamed of even in their wild- 
est imagination. And yet, while America 
leads the world in many things, includ- 
ing the amount of life insurance in force, 
does it appear to be such a tremendous 
job done when you consider that the 
average amount of life insurance in 
force per family is but $4,800?” 
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Lire of GEorGIA is a friendly, familiar 
name in more than a million homes over the 


South. Behind our reputation is the fact that 


for more than half acentury our company has 


been a respected protector of Southern fami- 


lies. We are proud of our heritage and proud 


that every year we are able to give more pro- 


tection to more families. 
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important tools. I believe some knowl- 
edge and acquaintance with the legal 
aspects are helpful, but my experience 
convinces me it is not as important as 
some would lead us to believe. 

“H. P. Gravengaard, a prominent 
writer and authority on business insur- 
ance, writes that ‘no phase of business 
insurance underwriting has been so neg- 
lected by life underwriters as close cor- 
poration stock purchase insurance, due 
entirely to a fallacious belief that the 
subject is hopelessly involved and diffi- 
cult to understand. Nothing could be 
further from the truth. Close corpora- 
tion stock purchase insurance is not at 
all complicated; it is, in essence, part- 
nership insurance in simpler form— 
many difficulties being eliminated be- 
cause the business is incorporated.’ ” 

Describing his own selling techniques 
in the fields of sole proprietor, partner- 
ship, close corporation and “key men” 
life insurance, Mr. Lauer said that he 
draws the parallel between life insurance 
and commercial insurance, pointing out 
that only within the last 50 years have 
business men become convinced that fire 
and the other kinds of commercial in- 
surance were the only logical solution 
to their problems. 

“T don’t know how much in premiums 
American business men spend annually 
for commercial insurance,” Mr. Lauer 
said, “but undoubtedly it is a staggering 
sum. Business men do. not whimper 
when spending this huge sum, because 
as good business men they fear to be 
without this coverage because they are 
no longer ignorant of the value of com- 
mercial insurance, and they know the 
only solution to their loss problem is 
adequate and proper coverage. 

“If you are as completely convinced 
as I am that business men are thoroughly 
conversant with the serious problems 
confronting them that only proper and 
adequate commercial insurance can 
solve, then I feel we can examine some 
of the many serious and disastrous prob- 
lems these same business men face when 
death occurs.” 


Tells How Average 
Sale Jumped $8,336 


How one life insurance agent raised 
his average size case from $3,664 to 
$12,000 in eight years through program- 
ming was described by Arthur F. Priebe 
of Penn Mutual Life, Rockford, IIl., at 
the meeting of the Million Dollar Round 
Table. 

Mr. Priebe declared that if an agent is 
only to work four or five hours a day 
he should not program, because he will 
need that time to see people and not see 
policies. But if he is willing to work 
from eight in the morning to eight at 
night, or 10 to 10, he will have time to 
make an audit and still see plenty of 
people. 

“Tt takes more time to program,” Mr. 
Priebe said, “but I personally feel that 
I get paid time-and-a-half for that over- 
time through raising my average size 
case. If we program thoroughly, 
soundly, and effectively, I firmly believe 
we have solved our prospecting prob- 
lems, also our sales problems, in fact, all 
our problems. Programming is the 
tough way to merchandise life insurance 
because it takes more time, but there 
are extra compensations.” 

Describing his use of social security 
in programming his clients’ life insur- 
ance, Mr. Priebe said that it is the big- 
gest and best springboard into a mini- 
mum income sales-talk any agent ever 
had. In talking with his clients he 
points out that “the government, 
through social security, pays a bonus to 
the widow of any man who carries suf- 
ficient life insurance so that she can 


‘stay home with her children, which is 





Rose Says Package 
Selling Leads to 
All Other Markets 


“Package” selling of life insurance to 
people in the higher income brackets 
was described to members of the Mi. 
lion Dollar Round Table at its Cincin- 
nati meeting by Harold C. Rose, presi- 
dent of Harold C. Rose Co., New York 
City. 

Defining his higher-bracket clients as 
those with capital worth of at least 
seven figures and subject to upwards oj 
50% in the combined top federal and 
state income brackets, Mr. Rose re- 
ported on the specialty type of sale to 
these clients, which contemplates sizable 
premiums, solely on the basis of trans- 
fers from the individual’s capital ac- 
count. Aside from its own merits, he 
said, such a plan is part of a technique 
in its being a catch-all for other markets 
which frequently develop from this ip- 
itial approach. 


Plan Mr. Rose Proposes 


“The plan I variously propose in this 
approach is generally the limited pay- 
ment form of ten years’ duration; or in 
less frequent situations a 5-payment life 
plan. These plans are preferred because 
they have no maturity date that is fixed, 
being deferrable as long as the owner 
wishes; and because, once the premiums 
cease, the accumulations thereafter ac- 
crue at a more profitable rate than in 
the case of endowment contracts—being 
currently non-taxable while accumulat- 
ing. Finally, these contracts would 
seem to contain the greatest protection 
element consistent with the largest liv- 
ing return. 

“As pension plans would surely not 
have thrived if high corporate and in- 
dividual taxes were not with us, so, too, 
would the present individual plan have 
no chance if it had not been for the 
additional development of income, gift, 
capital gains and estate taxes.” 

Mr. Rose believes the type most 
needful of these plans are individuals of 
inherited wealth who have become 
habituated entirely and mostly to fixed 
incomes which are not offset by com- 
pensating earned income. Such people 
feel the pinch and are vulnerable to 
any proposition which increases their 
spendable income without loss to their 
heirs. They have a greater conscience 
in not impairing their capital, since it is 
inherited. An individual who happens 
to have large sums of cash in the 
banks, either because he is afraid of 
investments or because he has _ just 
liquidated a business, is another ideal 
prospect, he suggested. 








where the government seems to think 
she will do the most good.” 

“The first thing I do is to tell my 
client all the good things about social 
security and they are tickled, for here 1s 
$40 to $85 a month income they have 
just discovered. Then come the bad 
points—‘now you understand that your 


wife doesn’t get this income if ....... 
Every life underwriter knows those 
ian 





Barnes Milwaukee Speaker 


Donald F. Barnes, director of exten- 
sion and development division of Insti- 
tute of Life Insurance, will speak to 
Life Managers & General Agents Assn. 
of Milwaukee at its opening fall dinner 
Sept. 30 on “Doing More of What the 
Public Wants.” He will show how 
agency heads can use the work of the in- 
stitute and other public relations func- 
tions of the business to build prestige 
and friendlier reception for their agents. 
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Whittaker -Chides 
MDRT on Missing 
Pension-Plan Bus 


Says Big Producer Often 
Has Inside Track to 
Employer 


CINCINNATI—It is disappointing 
partic- 


that life insurance agents and 
ularly the members 
of the Million Dol- 
lar Round Table 
don’t get in on 
more employe bene- 
fit cases involving 
union negotiations, 
said E. 'B. Whit- 
taker, vice - presi- 
dent of Prudential 
at the annual meet- 
ing of the M.D. 
R.T. here. 

Mr. Whittaker 
pointed out that the 





million dollar pro- ys. R. Whittaker 
ducer is often the 
man who sells the employer his per- 


sonal insurance. A tremendous market 
has been opened up, he said, by the In- 
land Steel decision, the fact-finding de- 
cision in the steel industry case and by 
the passage of state compulsory disa- 
bility laws. 

Mr. Whittaker quoted a passage from 
the steel fact-finding committee’s report 
to the effect that social insurance and 
pensions should be considered a part 
of normal business costs to take care 
of temporary and permanent deprecia- 
tion in the human machine in much the 
same way as provision should be made 
for depreciation of plant and machinery. 
He pointed out that this view was being 
accepted by even the conservative news- 
papers. 


Should See Contacts Soon 


Mr. Whittaker urged his hearers to 
see their contacts as soon as possible 
about employe henefit plans before some- 
one else did. He also urged them to 
learn more about such plans so as not 
to lose the business. 

An expert should be on hand to ad- 
vise employers in negotiations with 
unions on welfare plans or else the em- 
ployer may find that he has agreed to 
provide benefits that he can’t buy. 

Urging M.D.R.T. members to sell 
employers on private plans, Mr. Whit- 
taker said the alternative is the federal 
government’s entry into this field. He 
said the fact that New York had a 
compulsory disability law was a good 
sign because it would be difficult to get 
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congress with 
voting 


through 


a federal plan 
York’s members 


most of New 
against it. 

Mr. Whittaker said he was optimistic 
that A. & H. insurance would expand 
rapidly enough to keep the federal gov- 
ernment out of the field but somewhat 
less so about hospitalization insurance’s 
being able to avoid federal invasion. 
As to medical care insurance, he said 
he was uncertain about its future but 
thought an encouraging start had been 
made in some states, particularly Wis- 
consin, Tennessee, Maine and Rhode 
Island. 

Warning his listeners not to discount 
the popular appeal ot socialized med- 
icine, Mr. Whittaker said he recently 
returned from England and in spite of 
the flaws in socialized medicine there 
the big majority of the people are for it. 

Mr. Whittaker made a plea for co- 
operation in getting the commissioners’ 
model bill passed, rather than oppos- 
ing it, it has happened in some states, 
including Ohio. Opposition is usually 
on the association group provision but 
Mr. Whittaker said there is a_ need 
for such coverages. 

Asked during the question and an- 
swer session what the maximum group 
coverage for a single life is, Mr. Whit- 
taker explained how it had been raised 
progressively to $50,000 but said he 
would be glad to see it reduced to $20,- 
000 as required by the commissioners’ 
model group hill. 


O’Mahoney Investment 
Hearings Sept. 27-28 


WASHINGTON — Life company in- 
vestment policies will be discussed at 
the first hearings scheduled by the 
joint economic committee’s investment 
subcommittee, Sept. 27-28, committee 
sources say. Primarily, however, insur- 
ance investment problems will be re- 
served for later hearings. 


Wieand Heads New Office 


Reliance Life has appointed Earl L. 
Wieand manager of a new agency at 
Allentown, Pa. Mr. Wieand for the past 
six years has produced at least $500,000 
of new business annually at Allentown 
for Pacific Mutual. 


“Selling” Is Theme 
of Pyramid Club Meet 


(CONTINUED FROM PAGE 8) 


one is too big or too small. I either 
sell them, qualify them as future pros- 
pects or forget them.” 

Harry W. Dingman, vice-president 
and medical director, said, “days are 
changing, let’s hope we too are chang 
ing.’ He pointed out that personal in- 
surance is not easy to sell, nor was 
it easy to sell a few years ago during 
the ‘sellers’ market.” Today the seller 
is favored if the buyer buys, he said, 
and there is a lot of money for buying. 
To compensate for this change from 
a sellers’ to a buyers’ market, Dr. Ding- 
man warned that agents must work 
harder and perform more than satis- 
factorily their duties to the insured. 

An interesting feature was the talk 
given by Countess Maria Pulaski who 
served as an espionage agent during 
the war. She recounted some of her 
experiences as a spy. 

Other speakers were Joseph K. Den- 
nis, vice-president and director of 
agencies; Ross D. Heins, Canadian as- 
sistant general manager, Toronto; Philip 
C. Belber, Newark; Mendel S. Kaliff, 
San Antonio; Sidney Silverberg, New 
Haven; Stanley J. Neuman, Los 
Angeles; Sidney Smiley, Houston; Keith 
S. Smith, Springfield, Ill.; Michael A. 
Wilton, New York City; Nate Brown, 
Chicago; W. U. Myers, Sikeston, Mo.: 
Emery W. Marshall, Buffalo; Joseph 
McAvay, New Haven, and Thomas 
H. Warnick, Kansas City. 

On adjournment of the convention, 
members of the President’s Club de- 
parted for New Orleans for their three- 
day convention. 











A. & H. Claim Ratio 
Too Low: Hershey 


Emphasizing that his main idea is to 
help make the private enterprise system 
work so well that there will be no ex- 


cuse for the government to take over, 
Harry B. Hershey, Illinois insurance 
director, offered some rather mild criti- 
cisms of claim payments by A. & H. 
companies in his talk before the first 
fall meeting of Chicago A. & H. Assn. 
Tuesday. He said the difficulties en- 
countered in connection with that line 


the child has 
big in such a 


fact that 


are due to the 
and so 


grown so fast 
short time. 

In reviewing the results on A. & H. 
in Illinois in 1948, he said the overall 
loss ratio was 64%, but that included 
group business and also Blue Cross. 
Without Blue Cross, it was only 43% 
and he said that if it were possible to 
take out group it probably would be 
down to around 40%, which he said is 
not too healthy a situation. 

He spoke of the complaints received 
by the department in regard to A. & H. 
claims. He said it gives the business a 
black eye when a claim is refused, even 
though the refusal is justified. “I know 
you can’t pay them all, and that there 
are some chiselers,’ he said, but the 
important thing is to reduce the num- 
ber of claims that are not covered, by 
making sure that the policyholder knows 


just what he is buying. The extent of 
the coverage can’t be judged properly 
by the average buyer. He depends on 
the agent and the agent can’t be too 
careful in filling out the application and 
checking on the accuracy of the state- 
ments made. He urged the fullest co- 
operation on the part of agent, under- 
writer and adjuster. 


Praises Legislators’ Work 


He stressed the necessity for eradicat- 


ing from the mind of the public the 
idea that the government should take 
ove: He said the main thought of 


every commissioner is - make the pres- 
ent system work, 

\t the outset of his address, 
Hershey, who was introduced by 
Wetterlund, vice-president and general 
counsel of Washington National, gave 
high praise for the cooperation received 
during the legislative session from John 
J. Gorman, chairman of the house in- 
surance committee, and Russell Arring- 
ton, a member of that committee, both 
of whom were in attendance. 

J. H. Campbell, Provident Life & 
Accident, Chicago association  presi- 
dent, announced that Dr. Ralph M. 
Filson, medical director of Travelers, 
will speak at the next association meet- 
ing, which will be held Thursday, Oct. 
13, at the Morrison hotel, as the La 
Salle is not available for that date. Al} 
meetings thereafter will be at the La 
Salle. 
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Our Men Know 


what job satisfaction means. 


They will tell you why they contracted with, stay 
with, and are happy with Western. 


working tools — personal recognition of the individual 
— everything that has to do with job satisfaction. 


A few openings for general agents in California, 
Oregon, Washington, Montana, Idaho, Utah, Nevada. 
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MD.R.T.F avors More Empasis on Open Discussions 


(CONTINUED FROM PAGE 1) 





proposal, John O. Todd, Northwestern 
Mutual, Chicago, pointed out that at # 
big general session, there are 10 men 
with ideas to put forward for each one 
that can get to the microphone and that 
if the meetings are not concurrent, they 
are bound to be large, as no one can say 
who shall attend and who shall stay 
away, even though there are consecu- 
tive sessions devoted to specific subjects. 


Should Be Ample Free Time 


Mr. Todd pointed out that one of the 
most valuable features of the gatherings 
is that men who are interested in a cer- 
tain aspect of a subject find out who else 
is interested and then they get together 
in smal] groups for their own discus- 
sions. Hence there should be ample free 
time. 

A show of hands indicated that nearly 
all present favored more of the informal 
discussions and less of the prepared 
talks. 

Lester Rosen, Union Central, Mem- 
phis, said he preferred the big general 
type of work-sessions, rather than con- 
current sessions. He suggested that to 
make it more effective members turn in 
their questions in advance so that it 
could be determined what is the 
members’ minds. 

However, A. J. Ostheimer, III, North- 
western Mutual, Philadelphia, said that 
experience had shown that the members 
would not do this and also, when they 
get into the meetings they get ideas of 
subjects to discuss. He urged that mem- 
bers be sure that the questions they 
bring up are of sufficiently general inter- 
est to make them worth the time taken 
sand are not small, specific problems that 
come up perhaps only once a year. 

Another member suggested that the 
meetings start off with a talk such as 
that given by President Charles Percy 
of Bell & Howell at this year’s opening 
session, which would be followed by 
informal sessions, with another outstand- 
ing sffeaker to wind up the meeting. 

One of the most popular suggestions 
was that of Stanley Martin, State Mu- 
tual, Dallas, who recalled that in the 
earlier days of the M.D.R.T., various 
members were asked in advance to pre- 
pare brief papers on certain aspects of 
their work and each was followed by 
informal discussions of that particular 


on 


subject. He said that this resulted in 
keeping the discussion on a_ specific 
_ track. 


Denis B. Maduro, New York City 
lawyer acted as moderator. Others on 
the panel were E. B. Whittaker, vice- 
president of Prudential, and Mr. Ost- 
heimer. 


Forum of Organization Leaders 

At the Round Table breakfast and 
after breakfast forum, six representatives 
of the leading life insurance organiza- 
tions in the U. S. and Canada partici- 
pated in a forum on “Cooperation in a 
Competitive Business.” 

Paul W. Cook, Mutual Benefit Life, 
Chicago, 1949 M.D.R.T. chairman, pre- 
sided. 

Clifford H. 
of N.A.L.U., 
$1,000,000.” 


retiring president 
spoke on “In the Red 
He recalled some of the 
conditions which prevailed in life in- 
surance 25 years ago. At that time 
there was only a handful of M.D.R.T. 
members. Conditions have changed—to- 
day factors abound which make the 
selling of life insurance a great deal 
easier than a quarter century ago. These 
conditions came about through the com- 
bined efforts of agents and companies 
in making life insurance a more salable 
product, he stated. “The efforts of us 
agents, functioning through our asso- 
ciation groups, have largely brought 
about the conditions we enjoy today,” 
he said. “To be a part of, to serve, to 
work with others is not altruistic but 
selfish enterprise. It is our bread and 
butter.” 

C. MeN. Steeves, president Canadian 
Life Underwriters Assn., discussed “In- 


Orr, 


terdependence.” He said that life men in 
all brackets of performance represent an 
enterprise resting on the cooperation 
of three factors—the public, the under- 
writer and the company. There must be 
interdependence between these as well 
as cooperation, if the reputation of life 
insurance service is to still rise above 
its present high level of acceptance. 

“Evidence of Maturity” was the sub- 
ject of Karl K. Krogue, Business Men’s 
Assurance, Spokane, president Ameri- 
can Society of C.L.U. He said the 
society feels that it is making a real, 
tangible, and practical contribution to 
cooperation in a competitive business 
by the creation and the publication of 
the C.L.U. Journal; and by making it 
available to the non-C.L.U. and allied 
business and professional fields. 

John Marshall Holcombe, Jr., man- 
aging director L.IJ.A.M.A., spoke on 
“The Significance of the Agency Man- 
agement Association.” In his talk he 
pointed out the meritorious features of 
L.I.A.M.A.’s aptitude test and _ its 
schools on agency management. 

S. S. Huebner, president American 
College, said that the college is devoted 
entirely to life insurance as an institu- 
tion. It aims to further life underwrit- 
ing in every way possible with respect 
to knowledge of subject matter and 
professional attitude. 


Factors in Greater Public Favor 


Holgar J. Johnson, president of the 
Institute of Life Insurance, commented 


that the high degree of public favor 
towards life insurance is not an acci- 
dent, but has come from action. No 


one can refute the fact, he added, that 
the agency force today is better selected 
than ever before and the quality of 
training is far better than it has ever 
been. In addition, he said, the general 
supervision given by the agencies and 
the companies is constantly improving 
and today more than ever the com- 
panies are accepting a greater degree 
of responsibility for the quality of serv- 
ice afforded by their agency forces; the 
specialized information given by agents 
is the rule rather than the exception. 

Robert ‘L. Hogg, executive vice-presi- 
dent of American Life Convention, ob- 
served that life insurance is a unique 
business in that competitors are con- 
cerned that their competition shall not 
fail. He emphasized the scope of the 
opportunity that lies ahead for the life 
insurance business. 

“The entire fabric of life insurance 
has its basis in cooperation. Its begin- 
ning and its growth have been synony- 
mous with cooperation coupled with 
the keenest competition; many profes- 
sions have cooperated to produce the 
life insurance business of today. Start- 
ing as a non-entity in the realm of law 
by being classified as a gaming under- 
taking, the legal profession succeeded 
in establishing the policy of life insur- 
ance as a valid contract. The actuary 
made it scientific, the doctor made it 
practical, yet it took the underwriter to 
use it in the greatest voluntary social 
development that history records.” 


High Type Leadership Needed 


Industrial democracy is the only al- 
ternative to industrial socialism, Charles 
H. Percy, president of Bell & Howell 
Co., Chicago, declared. Urging that the 
future of our country and our economy 
depends upon the type of leadership 
available, he called for men in execu- 
tive positions who “dream, create, con- 
ceive, take risk and understand human 
relationships.” i 

In the afternoon, with Theodore Wid- 
ing, Provident Mutual, Philadelphia, 
vice-chairman of M.D.R.T. presiding, 
there was a discussion on group cover- 
ages with talks by Oscar E. Carlin, 
John Hancock, Columbus, and Edmund 
B. Whittaker, vice-president of Pruden- 
tial. The business meeting followed. 

That evening there was a reception 
and informal banquet with Chairman 


Cook’s company, Mutual Benefit Life, 
as host for the evening. The home of- 
fice was represented by President John 
S. Thompson, whose talk is reported 
elsewhere in this issue; H. Bruce Pal- 
mer, agency vice-president, R. E. Pille, 
director of agencies, John J. Magovern, 
Jr., associate counsel, John D. Brund- 
age, regional superintendent of agen- 
cies and Robert W. Wilkinson, regional 
superintendent of agencies. 

The next day, Sunday, a number took 
the tour of the Kentucky bluegrass 
country by bus, an all-day affair. Of 
those who stayed in Cincinnati, many 
went to the baseball game between the 
Cincinnati Reds and Boston. 

The informal work session was that 
evening. The final day was devoted to 
six prepared addresses, with John O. 
Yodd, Northwestern Mutual, Chicago, 
presiding. These talks are reported else- 
where in this issue. 

Cincinnati Companies Hosts 

That evening there was a reception 
and butfet dinner, with three Cincinnati 
life insurance companies, Ohio National, 
Union Central and Western & Southern 
acting as hosts. 

Representing Union Central were 
John A. Lloyd, vice-president; Wendell 
Hanselman, vice-president and superin- 
tendent of agencies; Richard S. Rust, 
vice-president and secretary; Harold P. 
Winter, assistant vice-president; Virgil 
Parish, chief counsel; Harrison Warner, 
assistant superintendent of agencies and 
Edward A. Dougherty, actuary. 

In addition to Grant Westgate, su- 


perintendent of agencies, Ohio Na- 
tional had M. P. Dodson, executive vice- 
president, and G. R. Grace, assistant 


superintendent of agencies. 

Western & Southern had John F. 
Ruehlmann, vice-president, W. O. 
3urne, director of agencies; and Lauren 
Schram, vice-president, in addition to 
W. J. Williams, vice-president. 


Careers of Widing, Earls 


Theodore Widing, the new chairman 
of M.D.R.T., is a graduate of Swarth- 
more college, where he was an _ out- 
standing athlete. He entered life in- 
surance immediately following gradua- 
tion and has been with Provident Mu- 
tual since 1933. He has been active in 
the Philadelphia Life Underwriters 
Assn. and the Philadelphia C.L.U., in 
both of which he has held office. 

W. T. Earls, the new member of the 
executive committee, has brought the 
rank of his general agency of Connecti- 
cut Mutual in Cincinnati from 34th in 
his company to third. He entered life 
insurance after graduating from Holy 
Cross in 1931. He first qualified for the 
M.D.R.T. in 1939 and has repeated 
every year since then except for his 
service as a naval officer during the war. 

Committee assignments were tenta- 


tively announced by Mr. Widing, syp. 
ject. to the individuals’ acceptance, 
Chairmen are: Program, John O. Todd, 
Northwestern Mutual, Chicago; enter. 
tainment and general arrangements 
William T. Earls, Connecticut Mutual 


Cincinnati; reception and_ registration 
Walter N. Hiller, Penn Mutual, Chi. 
cago; nominating, Paul W. Cook, My. 


tual Benefit, Chicago; by-laws, A. J 
Ostheimer, III, Northwestern Mutual 
Philadelphia; insignia, Jack Lauer, inde. 
pendent, Cincinnati; resolutions, Pay| 
Dunnavan, Canada Life, Minneapolis. 


M.D.R.T. HIGHLIGHTS _ 











Quan Lun Ching, Prudential, Hono. 
lulu, after attending his fourth N.A.LU 
and M.D.R.T. convention, is following up 
these meetings with a busy schedule of 
activity. Wednesday he addressed the 
Detroit Life Underwriters Assn., and on 
Friday talks to the Buffalo association 
Oct. 7 he will address a sales seminar at 
Charleston, W. Va. He will go to New 
York City for the Prudential convention 
Oct. 10-12. Then he will head for home 
making the trip by air from California 
to Hawaii. This was his sixth straight 
year of M.D.R.T. qualification. He aq. 
dressed the N.A.L.U. convention last year 
on the M.D.R.T. hour. 

Cc. H. “Smokey” Killen, New York Life 
San Antonio, has adopted his nickname 
to the exclusion—so far as he is able— 
of his given names and as a result of 
this found himself with two room res- 
ervations when he arrived at the MD 
R.T. meeting—one for C. H. Killen and 
one for Smokey Killen. He had no 
trouble disposing of the extra room. 

Voice recordings of the registrants 
helped speed up the count of who was 
participating in what activities. As each 
member finished registering, John H. 
Stewart, district sales manager of the 
Gray Audograph Co., had him speak into 
a microphone that not only made a rec- 
ord of what he said but was heard 
through a loudspeaker at a nearby table 
where talliers checked off the various 
functions he expected to attend. 

Jack Wardlaw, Provident Mutual, Ra- 
leigh, N. C., brought this dictating ma- 
chine with him and kept up on his cor- 
respondence, sending the flexible discs 
to his secretary for transcribing. He 
also has the machine rigged up so he 
can uSe it in his car and record his ideas 
as he drives along the highway. 

Gerald A. Eubank, Prudential, New 
York City, left the M.D.R.T. meeting 
Sunday to go to Dallas, Houston, and 
San Antonio. A_ staunch Texan, Mr. 
Eubank says the likes to get back “to 
recharge his batteries.” 

For C. H. “Smokey” Killen, San An- 
tonio, and K. C. Fitch, Wichita, both of 
New York Life, the M.D.R.T. meeting 
was only one stop on an extended itin- 
erary. They arrived after having at- 
tended the New York Life Top Club 
Council meeting at Sun Valley and the 
Pacific division of the Top Club at Colo- 
rado Springs. Then they had to leave 
Cincinnati early Sunday to be in Hot 
Springs, Ark., for the western and cen- 
tral divisions of the Top Club, after 
which they go to the New England and 
southeastern Top Club meetings at Vir- 
ginia Beach. After that Mr. Fitch will go 
home but Mr. Killen will stop off at the 
New York Life Star Club meeting at 
Galveston before wending his weary way 
back to San Antonio. 

Joseph L. Kowins, Baltimore general 
agent of Illinois Bankers Life, qualified 
for the M.D.R.T. paying for $1,135,000 
and also produced more than $15,000 of 
A. & H. His volume qualified him for 
lean of his company’s Leader's 
Club. 


———— ee a 
VESTED RENEWALS 


Think of your own security as you sell security to 
others! For instance, if you were writing our Life, 
Accident, Health and ‘Hospital insurance and should 
leave or die, you or your estate would continue to 
receive your renewals on a vested basis. Our Com- 
pany is a leader in providing the advantages of, 





vested renewals for representatives. 


Want more details? Write in confidence. 


FEDERAL LIFE AND CASUALTY COMPANY 


DETROIT 2, 


MICHIGAN 
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Equitable to Have 
Agents Association 


(CONTINUED FROM PAGE 3) 


fter which Mr. Parkinson and Mr. 
aunty ele Jarkinson’s talk is 
Welch spoke. Mr, Parkinson’s talk 
covered elsewhere in this issue. During 
the evening and the succeeding days of 
the ccnvention, numerous tributes. were 
paid Mr. Parkinson. The board of direc- 
tors, most Ol whom were assembled on 
the stage and who were introduced by 
Mr. Parkinson, surprised him by pre- 
senting him with a new watch, After 
thanking them for their kindness, Mr. 
Parkinson chided them jokingly, saying: 
“[ get such a hell of a lot of fun ad- 
ministering the Equitable that I don’t 
deserve anything else.” 
$14 Billion By December 

Vice-president Welch was also lauded 
a number of times during the meeting. 
It was in his honor that a_ July sales 
campaign was conducted. The results 
were some 36,000 lives insured for $414 
million. Speaking at the second day of 
the meeting Mr. Welch reported that 
the new business for the first eight 
months of 1949 was $825 million, of 
which $446 million was ordinary and 
$379 million group. This brought the 
company up ahead of its production rec- 
ord for last year. In force is now about 
312.9 billion and he expects the com- 
pany to reach $14 billion by December. 
Mr. Welch presided over the several 
business sessions. On the second morn- 
ing Ray D. Murphy, vice-president and 
actuary, reviewed the 90-year history of 
the company and pointed out the lessons 
that have been learned and how they've 
heen used to help the company and the 
industry progress. The great confidence 
which the public now has in insurance, 
and its certainty that every contract will 
be fulfilled is something the public has 
not always had, he said. That confi- 
dence, he stated, has been purchased by 
the record of life insurance management, 
dominated by the spirit of trusteeship 
and buttressed by state regulation to pre- 
vent abuse. 


Agents Speak at Panels 


Other speakers included Lisle A. 
Spencer, Youngstown, O.; Sarah B. 
Smith, Wheeling, W. Va.; Harry Stein- 
er, Chicago; Morris Sapovits, Philadel- 
phia; and Harry T. Wright, Chicago. A 
luncheon for the departmental winners 
in the July campaign followed. 

That afternoon there was a panel on 
the trends in group insurance at which 
the speakers were Norman C. Strong, 
New York; John M. Pfeil, Pittsburgh; 
Martin I. Scott, Los Angeles, and Law- 
rence FE. Anderson, Los Angeles. 

Knowles Byer, Pensacola, an agent 
for 68 years, Was introduced to the audi- 
ence and warmly applauded. 

That evening there was an informal 
dance and on Saturday there was a 
meeting to discuss the company's new 
annual premium deferred annuity con- 
tract, meetings of the Equitable C.L.U. 
Assn. and of several home office groups. 
The remainder of the weekend was de- 
voted to entertainment and the conven- 
tion terminated on Monday. All the 
arrangements for the giant convention 
moved with a smooth precision that had 
even yeteran conventioneers pleasantly 
surprised. 


Coffer Northern Life 
San Francisco Manager 


Harrell R. Coffer has been appointed 
Manager of Northern Life of Seattle at 
San Francisco. 

Mr. Coffer was formerly with Aetna 
Life and iater with Continental Assur- 
ance, where he was supervisor of agen- 
ces. He succeeds J. C. Lewis, who re- 
quested to be transferred to San Jose 
as manager. He is a Harvard graduate 
and Was an infantry majjor in the war. 
He is director of public relations of the 
California national guard. 


Blue Cross Lapses 


Heavy, Hawley Says 


(CONTINUED FROM PAGE 3) 
Was some unnecessary 
serious amount—being done, 
a factor in increased health costs. 
ther, he said, the costs in 


to pay any part of such expenses. 
Reviewing a proposal of American 


Hospital Assn. that a survey to uncover 


the reasons for increasing costs be made, 


Hawley said that its reference to a need 
for determining whether some services 


given patients are unnecessary is timely. 
Luxury Care Demanded 


“We Americans demand a luxury level 
of all kinds of service,” he said. “When 


we pull up to a filling station, we want 


the windshield wiped and the tires 
pumped up for us. We want everybody 
to be hopping to serve us in hotels. 
When we go to a hospital, we’re get- 
ting standard care 
ury. 
W. J. Adams, Canada 


(CONTINUED 


surgery—not a 
which is 
Fur- 
teaching 
hospitals are 50% higher than in the 
nonteaching and there is a question as 
to whether the sick patient should have 


bordering on lux- 
In contrast, in England even be- 


fore their present national health scheme, 
they got the bare austerity of care in 
the hospital which might be just as 
effective, if not as comfortable.” 

The better hospital administrators are 
getting down to brass tacks in running 
their places economically and holding 
costs in check, Hawley said. But there 
are factors in sending costs up that need 
the sort of study now contemplated. 
Reductions in those costs must, how- 
ever, come from the people who furnish 
the services, not from the insurance 
plans that are designed to help pay for 
it. 


New Corporation Held Up 


Gen. Hawley said he expects approval 
by the Illinois department within 10 
days of plans for a new corporation, 
Health Service, Inc., to write hospital 
imsurance on a national scale, but said 
that plan has run into some obstacles, 
and expressed the belief that “pressure 
was exerted by commercial insurance 
companies” to hamper Blue Cross in 
getting that charter. Blue Shield, pro- 
jecting a similar corporation, will apply 
for a charter in Ohio, because that 
state’s insurance department “is a career 
organization less sensitive to pressure 
than in Illinois,” Gen. Hawley said. 


Life, Heads L.O.M.A. 


FROM PAGE 2) 





unusual advances in today’s 
workplaces and_ person- 
Office managers 


with the 
clerical tools, 
nel, he commented. 


have a rocket by the tail which brings 


new vistas, new challenges and new 
problems, he indicated. 

One-day and half-day absences due to 
“sickness” need the attention of life 
insurance management and personne] de- 
partments, P. W. Stewart, personnel 
director of Prudential declared. 

Reporting on the results of a test 
questionnaire sent to a group of compa- 
nies, Mr. Stewart said that many differ- 
ent procedures are used by insurance 
companies to overcome absenteeism. 
Among these is the checking of a job 
applicant’s school attendance record, 
greater emphasis placed upon the value 
of attendance in orientation programs, 
bonus systems for good attendance, and 
the inclusion of attendance in employe 
merit systems. 

To the extent that the personnel 
division loses this close contact with the 
employes, line management must as- 
sume more of the responsibility for 
combatting absenteeism. Except for the 
very small company, it would seem 
that line management must bear practi- 
cally the entire responsibility, with the 
personnel division acting in a support- 
ing and advisory capacity, Mr. Stewart 
concluded. 


Joint Report Submitted 


Members of L.O.M.A. heard a joint 
report on their eastern and mid-west 
office planning and equipment commit- 
tees delivered by Harold A. Finley, 
Metropolitan Life, for the eastern com- 
mittee and George C. Boddiger, Conti- 
nental Assurance, for the mid-west com- 
mittee. 

‘Mr. Finley discussed the typical times 
study now being concluded which clas- 


sifies 2,500 times values for 26 basic 
clerical actions. , ‘ 
Mr. Boddiger listed six long-range 


projects now under way including stud- 
ies of methods of accepting late remit- 
tances; reports and procedures in con- 
junction with information returns on 
supplementary contracts; practices re- 
garding basis for policy change calcula- 
tions and commissions; methods used to 
determine clerical work measurement; 
inventory, replacement, allocation and 
maintenance of company equipment and 
agency production statistics. 

One of the big tasks facing manage- 
ment is devising new lines of communi- 
cation from top to bottom and _ back 
again, T. Frederick Brunton, vice-presi- 
dent of the John Hancock, declared. 


Mr. Brunton said it was quite simple 
back in 1904 when he entered the busi- 
ness for top management, supervisors 
and clerks to know each other and have 
a sympathetic understanding of one an- 
other's problems and to acquire a fairly 
complete working knowledge of all 
phases of home office operations. The 
present system develops specialists; ac- 


Write your own 


ticket! 


THAT'S RIGHT... You write your 
own ticket when you represent the 
Bankers Mutual Life. Because the more 
business you produce... the higher the 
commissions! 


And frankly ... just about all of our 
representatives are earning top com- 
missions, because our exclusive Junior 
Estate Builder and Retirement Income 
plans are “‘best sellers”. 


Why not find out more about us? 
Write now! Right now! 


countants, auditors, actuaries; special- 
ists on ordinary insurance, industrial in- 
surance or on group lines. Seldom does 
a man under this system get an oppor- 
tunity to view the problems of life office 
administration in their entirety, espe- 
cially in the large companies, Mr. Brun- 
ton declared. 

Yet through the L.O.M.A. courses it 
is possible for an individual to get a 
complete general picture more easily and 
on a sounder basis than ever. 


Organization Is Essential 


As marvelous as business equipment 
advances are, Mr. Brunton indicated 
that without an alert, progressive ad- 
ministration organization, personnel and 
plant could never have been or never 
will be harnessed together. 

George A. Harper, assistant vice- 
president of Bankers Life Company of 
lowa, said that while the life insurance 
business has done much to provide finan- 
cial security for its workers through in- 
come policies and group pension plans, 
money alone does not solve the retire- 
ment problem. The major adjustments 
people are required to make at retire- 
ment age are financial, physical, mental 
and social. 

Employes should know the income a 
pension plan will provide when they re- 
tire. The pension will mean a reduction 
in income and this reduction usually 
means a reduction in standard of living, 
so a full realization of this serious fact 
might call for some minor adjustments 
prior to retirement, Mr. Harper said. 


Need Counselling Program 


The problem of physical condition is 
a major one that may mean developing 
new hobbies and new recreational inter- 
ests prior to retirement or making plans 
for moving to some other part of the 
country. A counseling program could 
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tend to improve health, create happi- 
ness, and increase production, he de- 
clared. 

In the conditioning of athletes much 
emphasis is directed toward mental atti- 
tude and the will to win. Perhaps the 
companies should include that philoso- 
phy and develop the idea of retiring to, 
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not retiring from, Mr. Harper com- 
mented. The mental attitude of those 
approaching retirement affects, quite 
definitely, the other employes in an or- 
ganization which, in turn, affects morale. 

A review of the two-year work of the 
committee on personnel administration 
was made by the chairman, James 
Greenwood, manager of the personnel 
department of Massachusetts Mutual. 
The committee has completed the 
salary survey for clerical jobs and re- 
ported on evaluating supervisors, on 
motivation of office workers, on prepar- 
ing employes for retirement and on 
absenteeism. 

The road to increased job satisfaction 
lies through putting employes on the 
company team, Douglas Williams, vice- 
president of Fred Rudge, Inc., New 
York, declared. Participation on the 
team means arranging for those groups 
in the company most closely involved in 
the particular personnel policy or poli- 
cies to have something to say about 
these policies. This is much easier to 
put into practice, he declared, than is 
often thought at first glance. 

Mr. Williams said that attitude sur- 
veys among employes are a very good 
way not only of checking on the effec- 
tiveness of personnel policies presently 
in use, but of getting ideas of how such 
policies can be modified, what new poli- 
cies might be necessary, and at the 
same time giving the employee a sense 
of participation 

Paul R. Fischel, manager of the policy- 


Mesxiautel From Floor, C. E. Cleeton 


HteNATIONAL UNDERWRITER 


holders’ service bureau of the North- 
western Mutual Life in New York, ex- 
plained that a life insurance field office 
properly has the over-all job of serving 
all policyholders and maintaining cordial 
relations and good-will, with proper re- 
gard for the interests of the company, 
the general agents and the agents. 
Within this larger assignment, he said, 
his own office has a dozen specific func- 
tions including record keeping, premium 
handling, conservation, the making of 
loans and surrenders and the handling 
of disability and death claims. 

“A clerk who really understands his or 
her business thoroughly and realizes 
that ours is a service business can bet- 
ter appreciate the part he is playing in 
the picture if he has # good understand- 
ing of the entire business rather than 
just his own special work,” he com- 
mented. 

Job pride needs to be reinstilled in 
life insurance home office employes, 
Louise M. Newman, personne] director 
of the Northwestern Mutual Life ad- 
vised. 

“We are doing more to give home 
office people some of the same inspira- 
tional and promotional material that has 
long been furnished agents,’ she com- 
mented. 

“There is more spontaneity and less 
contriving evident if we grasp every 
opportunity to dignify workers by tell- 
ing them what is back of changes that 
affect them, and in general what the 
company stands for,” she declared. 


Named to N.A.L.U. Secretary Post 


(CONTINUED FROM PAGE 1) 





view of the fact that the council had 
voted a three-minute limit for all candi- 
dates and had just reaffirmed its action. 
There was no move to open up the 
entire time limit question again, as 
would have been necessary under Presi- 
dent Clifford Orr’s ruling. 


Standing Vote Necessary 


The vote against rescinding the time 
limit was 206 to 131, though each side 
was so vociferous that a standing vote 
had to be taken to determine the result. 

In his seconding speech Russell 
Hoghe, Equitable of Iowa, Los Angeles, 
president of the California association, 
not only discussed Mr. ‘Cleeton’s record 
but pointed out that California is the 








Cleeton Harry Gardiner 


Cc. EL 
fourth largest state association, Los An- 
geles is the fourth largest local asso- 
ciation, and that California has not had 
a national officer in 30 years. 

Grant Taggart, California-Western 
States Life, Cowley, Wyo., made the 
point that if the association failed to 
elect Mr. Cleeton he would be lost to 
the association’s leadership, since his 
trustee term expired at the meeting, 
while if Mr. Cleeton were elected Mr. 
Moss would still be on the board for 
another year. Mr. Taggart also stressed 
the value of Mr. Cleeton as a member- 
ship builder. 

When the result of the election for 
secretary was announced, Mr. Moss 
moved to make the vote unanimous, 
which was done. 

Acting Executive Vice-president Rich- 
ard E. Imig announced that the mem- 


bership figure as of Sept. 16 was 49,453. 
This is slightly more than the Sept. 1 
figure of 49,272 reported by the member- 
ship committee. The figure for Septem- 
ber 9, 1948, was 51,972. 

Registration for the convention was 
within 17 of the all-time high, also set 
in Cincinnati, in 1941. This year’s reg- 
istrations were 2,105. 

In acknowledging the applause for, his 
election, after being introduced from the 
speaker’s platform, Mr. Cleeton said he 
had a prepared speech but would not 
read it since it was based on his being 
“on the other side of the fence.” He 
urged cooperation by all, regardless of 
whom they had supported for secretary. 


PICK NOMINATORS 


Elected as the nominating committee 
were H. Cochran Fisher, Aetna, Wash- 
ington, D. C., and R. Edwin Wood, 
Phoenix Mutual, San Francisco, in the 
agent category; R. Maxwell Stevenson, 
3erkshire Life, Pittsburgh, and Henry 
S. Stout, John Hancock, Dayton, O., 
from the managers, and from previous 
committees on nominations, L. Morti- 
mer Buckley, New England Mutual, 
Dallas. 

The nominating committee elects its 
own chairman, but up to the middle of 
this week had not done so. 

The closing general session Friday 
morning, which included the presenta- 
tion of awards, the Million Dollar Round 
Table and American College hours, and 
the address of Senator Taft, drew a ca- 
pacity audience. President Orr turned 
the chair over to H. R. Hill, Life of Vir- 
ginia, Richmond, for the presentation 
of the membership awards. The Chat- 
tanooga association, James Irvine, Jr., 
general agent of National Life of Ver- 
mont, president, received the Charles 
Jerome Edwards trophy. The Philadel- 
phia award to state associations went 
to Illinois, C. T. Wardwell, general 
agent of Connecticut Mutual, Peoria, 
president. J. B. Baumann, general agent 
of Pacific Mutual, Houston, past nation- 
al president, presided at the awarding 
of the John Newton Russell memorial 
trophy for outstanding service to John 








Marshall Holcombe, Jr., managing qj. 
rector of L.I.A.M.A., by J. Stanley Eq. 
wards, Aetna Life, Denver, past na. 
tional president. 

A resolution endorsing the Hoover re. 
port on government reorganization ang 
approving the work of the citizens com. 
mittee to implement the report was pre- 
sented by Mr. Edwards. The action oj 
tlhe N.A.L.U. on the Hoover report wif] 
be sent to the President, all members oj 
Congress, and all state and local life 
underwriters associations. 

A memorial resolution for the late John 
A. Stevenson, president of Penn Mutual 
was presented by H J. Johnson, presi. 
dent of Institute of Life Insurance, 
past national president and former Penn 
Mutual general agent. J. R. Townsend 
Sr., Equitable of Iowa, Indianapolis, res. 
olutions committee chairman, offered the 
resolution expressing the thanks of the 
National association to the Cincinnati 
local and general agents associations, 
C.L.U. chapter, state association, and 
other organizations which made the 
splendid convention possible. 

In opening the Million Dollar Round 
Table hour, Paul W. Cook, Mutual 
Benefit Life, Chicago, chairman, said 
that it was an honor to appear on the 
program in between the president’s ball 
and the address of “the next President 
of the United States.” Senator Taft 
was introduced by Julian S. Myrick, 
chairman of the American College of 
Life Underwriters and retired vice-pres- 
ident of Mutual Life. 

F. H. White, Connecticut Mutual, Buf- 
falo, program chairman, was called on 
by President Orr to take a bow. 


N.A.L.U. CONVENTION NOTES 


At Union Central’s dinner, which was 
outstanding by reason of being formal 
and for the fact that Judd Benson, Union 








Central’s manager at Cincinnati, was 
coming up for election as the N.A.L.U.’s 
president, the toastmaster was Presi- 


dent W. Howard Cox, other speakers be- 
ing Holgar J. Johnson, president of the 
Institute of Life Insurance and Wendell 
Hanselman, vice-president and _super- 
intendent of agencies. 

As toastmaster at Massachusetts Mu- 
tual’s dinner, Vice-president Chester 0. 
Fischer was able to call on not one but 
two stellar entertainers—Wrayburn M. 
Benton, agency secretary, and A. Jack 
Nussbaum, million dollar producer at 
Milwaukee. 

President Asa WV. Call and Agency 
Vice-president W. M. Rothaermel were 
on hand for Pacific Mutual‘s dinner, 

President Carrol M. Shanks of Pru- 
dential took a cab from Columbus, where 
his plane was grounded, to Cincinnati, 
rather than take a chance on plane 
travel the rest of the way and risk being 
late for his speaking engagement at the 
first general session. He arrived later 
than those who waited for the next 
plane but was in ample time for his talk. 

H. S. Pressler, John Hancock Mutual, 
Cincinnati, the convention’s sergeant-at- 
arms, registered 16 persons at the Taft 
auditorium the opening day, so they 
wouldn’t have to go to the Gibson hotel 
in the rain in order to get their badges 
that would let them into the first general 
session. 

At the Home Life of New York dinner 
Paul Troth, agency field assistant stood 
behind each of the celebrities who was 
being introduced and drew a caricature 
of him, which delighted the audience and 
the subjects, each of whom was pre- 
sented the finished cartoon. 

Wilfrid E. Jones, N.A.L.U. director of 
publications, got a laugh from Senator 
Taft when guiding him through the 
backstage maze at the Taft auditorium 
just before the Senator’s speech. The 
Crosley company had some of its ex- 
hibits stashed away there for its ap- 
proaching convention. One of these was 
a deep-freeze and Mr. Jones remarked 
to Senator Taft that that was what 
N.A.L.U. gave its speakers. 
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and group life, sickness and accident, de- 
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